Give old Santa some cooperation and 

he'll go the limit. Willie’s sales fell off 

this year while competitors’ went ahead. 

Still Santa’s giving him another chance 

with hard-hitting, self-starting ammuni- 
tion for 1940. 
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New Type M2 Multi-breakeR, 
100 ampere frame. 2 pole. 


Compare this price with any other 100 ampere service 
equipment on the market. Then consider the advantages 
of the Square D Multi-breakeR. 


1. Circuit breaker protection—nothing to replace after 
short circuit or overload. 2. Common trip—overload on 
either leg trips both poles simultaneously. 3. Completely 
dead front with rugged, front operated handle. 4. Insu- 
lated (groundable) neutral. 5. Solderless terminals— 
will take No. 1 wire—no splitting of strands. 6. Ample 
wiring space and knockouts. Sides 2'/2—Ends 31/2”. 
7. Built for surface or flush mounting. 





CALL IN 


A NEW MULTI-BREAKER 


100 AMPERE FRAME: 3-WIRE> SOLID NEUTRAL 


2 QUARE J] COMPANY 


DETROIT- MILWAUKEE -LOS ANGELES 





























The M2 Multi-breakeR is designed for the following 
services: 3-wire, solid neutral, 115-230 volts A.C., insu- 
lated (groundable) neutral. 2-pole, 115-230 volts A.C., 
no neutral. Capacities 50, 70, 90 or 100 amperes. 

It can be used as the main breaker for homes or build- 
ings requiring more than six subdivisions of the service. 
For small factories, office buildings, etc., as many as six 
of them may be grouped at the service entrance where 
the capacity is not over 600 amperes. 

Stock this new Multi-breakeR now. Your contractors 
will be stopping in to see it. 





A SQUARE D MAN 
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Good News You are not selling automobiles but 


hundreds of concerns and people who help to make your 
business good or bad are affected by the automobile 
industry. 

Right now automobile production is running in big 
figures—despite strikes. Best news is that Henry Ford 
plans to make 900,000 cars in 1940, that’s 31 per cent 
more than the 687,000 he made this year. General 
Motors has scheduled a 25 per cent increase in pro- 
duction for 1940. 

Incidentally, since August, over 1,000,000 men have 
been put back on industrial pay rolls. Retail sales 
everywhere are topping last year’s figures by healthy 
margins. Sales of wholesalers all over the country are 
running from 13 to 25 per cent ahead of last vear. 

All this means that your business is going into 1940 
with a running start and therefore there seems every 
chance to make 1940 a big year, but you have to help 
do it 


t 


€ 


° 

Boosting Your Sales ar iss recent Chicago 
meeting the National Electrical Manufacturers Asso- 
ciation adopted a budget, providing $245,000 for 
cooperative promotion and advertising by the roaster, 
range, refrigerator and water heater group. 

In addition, individual manufacturers of electrical 
appliances are expected to spend at least $1,730,000 for 
similar sales promotional activities. That makes nearly 
$2,000,000 to be spent just in the appliance field. 

Add to that the large appropriations that are sched- 
uled for the adequate wiring, better light-better sight 
and other joint campaigns, add also the huge sums spent 
by the individual manufacturers of supplies, apparatus 
and equipment, and you reach an imposing total of 
money that will be spent to make your selling job 


easier. 


1939 


Nevertheless—the slice of business you will take 1 
in 1940 depends on how well vou plan to cash in o1 


+1 


the money the manufacturers will spend. 
Cheer Up At the recent convention of the Ameri- 


can Institute of Architects, a committee on housing 
declared that 10,000,000 new homes will be needed in 
the next fifty years. 

Consoling indeed to know that each year on the 
average 200,000 new homes should be built to satisty 
mintmum demand, but—more important to wholesalers 
is the question what will be minimum wiring requir 
ments for those homes. 

No one can give that answer, but it is certain that 
every wholesaler and salesman will preach the gospel 
of adequate wiring morning, noon and night, the wiring 
and electrical equipment job for a new home will mount 


into bigger figures each successive vear. 


o 


Clean Up Wholesalers and their customers will 


gradually get a bigger share of the business that actu- 
ally is generated in their territory, because it is being 
made increasingly difficult for transient peddlers, mer- 
chants or canvassers to take business out of town 
through fly-by-night or purely transient operation. 
According to a report published by the America 
Retail Federation, all states excepting Kentucky, Maine, 
Pennsylvania and Utah have laws governing eithe: 
peddling or transient merchants. Thirty-one states 


9 both. 


have laws governin 
Peddlers are defined as persons who sell hous 


1 


house for immediate delivery. Canvassers or solicitors 


are presumed to be those who sell with or without 











New HeaH 


3-Wire, 50 Amp., 250 Y. 














RANGE 


OwUreet 


with 20 Ampere 


TAP-OFF 
Polarized Outlet 


2-wire; 20 Amps., 250 V. 








This new development doubles the 
usefulness of the Range Outlet. A 
polarized TAP-OFF Outlet provides 
for plugging in any appliance of 20 
Ampere, 250 Volt rating, — particu- 
larly for operating an automatic 
electric 


HOT WATER HEATER 


Note handy location of the Tap-Off 
Outlet, (as illustrated) at top of the 
Range Outlet. A 2-wire polarized 
plug makes the proper connection. 


The new Range Outlets are of 
cream-tinted white IVORYLITE or 
black BAKELITE, embellished in 
modern lines attractively in harmony 
with the new kitchens. And embody- 
ing all features for fast, easy wiring, 
including the popular one-screw 
contacts. Knockouts provided, both 
bottom and back, for 1’ and 114” con- 
duit. Rating: 50 Amperes, 250 Volts. 


Catalog Numbers: 


7883 is the black BAKELITE Surface 
Range Outlet with Tap-Off. 


7883-I is the white IVORYLITE job, 
as above. 


Standard package, 10. Carton, 2. 
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samples for future delivery. Transient merchants are 
those who engage in a temporary merchandising busi- 
ness. 

Those laws are designed to protect local and legiti- 
mate business enterprise and should be invoked when- 
ever you, Mr. Salesman, or your customers are suffer- 
ing from transient competition. 


© 


Census It may irk some wholesalers to have some- 
one from the Census Bureau come in and take up a 
little time, ask a lot of questions, fill out lengthy 
reports. 

However, it should be remembered that every whole- 
saler and salesman can do a better selling job when 
armed with the right amount and kind of knowledge 
about his own business and competition in his territory. 

The 1940 census is designed to make available to you 
more information on more phases of the electrical 
wholesaling business than any previous efforts. The 
more fully you cooperate, the more valuable to you will 
be the results. 


© 


Hunting Selling goods is like hunting. Your 


ammunition is selling talk, knowledge, quality service. 
You, yourself, are the gun in which the ammunition is 
used. Your game is—orders. 

With a good shot gun that scatters many pellets 
over a large area, you can only hope to kill a deer if 
your aim is true, and if the game is not over 80 or 90 
paces away. With a rifle aimed similarly true, and 
using but a single bullet, you can kill a deer a half 
mile away. 

The moral? 

Don’t scatter your shots but concentrate. Size up 
your game, your range and know your ammunition. 
Don’t confuse your customer by talking about many 
lines, but concentrate on one line at a time. Talk on 
cable, conduit, fittings at the right time, but concentrate 
on the cable you sell, the conduit you sell, the fittings 
or wiring devices you handle while you are talking. 

Only concentration, carefully aimed, brings down 
the game—orders. 


© 


Rural For those wholesalers who have many cus- 
tomers in rural areas it should be cheerful news that 
farmers’ cash income all over the country is topping last 
year’s figures by handsome margins every month. 

In September farmers received $847,000,000 in cash 
from straight sales and government payments—just 
$102,000,000 more than last year. October and Novem- 


ber increases are expected to be similarly impressive. 
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For the first nine months of this year, government 
payments to farmers were $225,000,000 higher than 
for the same period of last year. 

All that added together, plus the fact that in local 
selling the farmers are getting much better prices, leads 
to but one conclusion, namely: Business is good in rural 
areas and wholesalers who help their contractor and 
dealers to cash in will profit greatly. 


© 


Washington Straws pest “inside” news out 


of Washington is that Congress is not likely to “monkey 
with the buzz-saw,” for since business doing quite 
well, and next year is presidential election year, and the 
war in Europe is making more business for many, 
law makers prefer to leave well enough alone and 
desist from harassing business with new 
or more burdensome taxes. 3usiness prog- 


nosticators nevertheless feel that some caution is needed 


restrictions 


because out of the European inner circle come rumors 
that a peace of some kind, sometime this winter is still 
a possibility. That latest announcement about 
a great wave of economy striking spend-minded off- 
cialdom is said to be more truth than campaign- 
conscious poetry. ...... The demise of Supreme 
Court Justice Butler is heralded as the most potent 
demonstration of the proverbial Roosevelt luck, and 
having a chance to make it 5 to 4 in favor of the new 
deal, no one expects F.D.R. leave the appointment 
of a Butler-successor to the next president—if any. 
ee Secretary of Commerce as pee is using 
radio publicity to build up a big record of recent new 
accomplishments through Hopkins- ual’ reorganiza- 
tions—but the records reveal that the wheel-horses 
who have been at bat since 1933 are continuing to do 
business at the old stand....... If you want to 
know what might happen if we entered the war to: 
business, production, workers, you can ask the Superin- 
tendent of Documents at Washington, D. C. to send you 
Industrial Mobilization Plan, 1939 revision, but be 


sure to enclose 10 cents im coin... . . . . R.E.A. allot- 
ments are tapering off, but in the new year may be 
expected to take a substantial spurt. ..... . Since 


the new wage and hour law became effective, trouble 
has threatened in many important industries, and pres- 
sure for changes is increasing. Workers want to work 
and earn extra money when there is the opportunity, 
and don’t like a law that stops them from doing so. 


EDITOR 












Ypi lord Pasines 


to PUSH AUTOMATIC ELECTRIC 
PRIVATE TELEPHONE SYSTEMS 





INTERCOMS 


Available in both desk 
and wall styles. Equipped 
with molded plastic hand- 
sets. Common talking sys 
tems of two to eleven sta 
tions. 


| ial Re ITE 


oe 
& 


SERV-U-FONES 


Low priced, all metal 
telephones, in common 
talking systems of two to 
ten stations. Conveniently 
packaged and simple to 
install. 


IDEALFONES 


Compact, wall type tele- 
phones with molded hand- 
sets. Offered with one or 
five buitons for common 
talking service up to ten 
staticns. 





P-A-X's 


Private automatic ex 
change systems, providin* 
dial service and secret 
connections, from ten sta- 
tions up. Telephones in a 
varie'y of types. 


Automatic Electric Intercommunicating Systems are de- 


signed for private service. 


They are not intended 


because sales of these time- and step-saving 
telephones represent “extra” business netting 
you “plus” profits. 


because every time you sell an interior tele- 
phone system you get a new opportunity to sell 
wire, batteries, accessories, and in time to 
come, additional stations and equipment. 


because each one of the systems in use reminds 
the purchaser of the completeness of your 
service and its faithful performance advertises 
the dependability of your products. 


Automatic Electric makes private interior 
telephone systems to fit every need. Shown 
here are four of the many types available. Our 
field representative in your territory will be 
pleased to supply you with literature, prices 
and discounts, as well as to work with you on 
particular jobs. Talk to him. 


to be connected with the public telephone system. 


AUTOMATIC ELECTRIC 


PRIVATE INTERIOR TELEPHONE SYSTEMS| : 


Distributed by: AMERICAN AUTOMATIC ELECTRIC SALES COMPANY, 1033 West Van Buren Street, Chicago, Illinois 


Sales and Service Offices in Principal Cities e 















In Canada: Canadian Telephones & Supplies, Limited, Toronto 
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IN G.E. CHANGE—Owen D. Young, left, turns board chairmanship over 
to Philip D. Reed. Gerard Swope resigns presidency to Charles E. Wilson. 





eed And Wilson : 
ucceed Young And Swope 


At General Electric board meeting, November 17, Chairman 
Owen D. Young and President Gerard Swope asked for retire- 


ment—succeeded by Philip D. Reed and Charles E. Wilson 


HEN General Electric’s board board elected Philip D. Reed, who had 

of directors adjourned _ their been assistant to the president, to the 

meeting in New York = on hairmanship and Charles E. Wilson, 
November 17th, they made an an- former executive vice president, to the 
nouncement of big news, not only to presidency. These men take over 
the electrical industry, but to the pub- January Ist. 
lic here and abroad, for two interna- Mr. Young and Mr. Swope held 
tionally known men, Chairman Owen their respective positions since May 
D. Young and President Gerard 16, 1922, and in a joint letter ex- 
Swope asked to step down from active plaining their reasons for asking for 
management. To succeed them, the retirement, stated that when they took 
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general rule, men in administrative 
positions, would contribute to the 
norale and effectiveness of the organ- 
ization if they would consider retire- 

me : bee vee ' ; 
lent when they reached the age of 
65. \ccordingly they applied that 
policy to themselves. They will, how- 


1 


ever, continue as directors and serve 
is honorary chairman and president 
1 


resp ctively. 

Retirement of Owen D. Young and 
Gerard Swope ends a period of transi- 
tion for the General Electric Co. Un- 
der their management the organization 
was transformed from an engineering- 
minded enterprise chiefly concerned 
with power producing, transmitting 
and utilizing apparatus to one en- 
caged in the broader practise otf 

eating, promoting and selling con- 
sumer merchandise lines as well. The 
new spirit they injected is well ex- 
emplified by the slogan of the com- 
pany’s current sales campaign, “It’s 
Kasy To Stay Young Electrically. 

When Mr. Young and Mr. Swope 
issumed management of the company 


= 


17 years ago the electrical industry 


” 


was struggling with the problem of 
inding new markets for the excess 
generating and distribution capacity 
that had been developed during the 
World War and post-war boom. They 
recognized that the American home 
represented a vast and practically un- 
touched market, so promptly inaug- 
urated a program of developing new 
products for the home and campaigns 
lesigned to make the public aware of 
the advantages of living electrically. 
Another of General Electric’s prob- 
lems, of course, was distribution. To 
reach their customers more effectively 
through the dealer, and in order to 
build more streamlined distribution, 
they also expanded controlled activi- 
ties in the wholesaling branch, so that 
day General Electric Supply Cor 
has branches in every important dis- 
tributing center. 

Now for a word about the history 
f these four men— 


Owen D. Young, studied law at Boston Uni 
. ‘ 


versity, became allied with the electrical industry 
when he did legal work for Stone & Webster 
There he attracted the attention of Charles A 


+ 


. 








Coffin, then president of General Electric. One 
day Mr. Coffin sent for him and said there 
was an office ready for him as general counsel 


for G.E. Salary was not mentioned but soon 
afterwards (Jan. 1, 1913), Mr. Young moved 
in He was also named vice president in 
charge of policy. Upon the resignation of 


Mr. Coffin in 1922, he advanced to chairman 
of the board. 

Mr. Young is internationally famous because 
of his work on the Reparations Commission in 
Paris in 1923 when he unofficially represented 
the United States along with General Charles G 
Dawes. A man of many interests, he is a 
director of numerous large companies including 
General Motors and National Broadcasting Co 
He was chairman of the board of RCA until 
1929, 

Gerard Swope, an engineer by training but 
a salesman by instinct, started off at $1 a day 
in General Electric’s service shop while still an 
undergraduate at M.I.1 When he got his 
degree in 1895, he went back to Chicago in 
the shop of Western Electric. He soon showed 
an ability for selling and in 1899 became 
manager of the St. Louis office By 1908 
Mr. Swope was general sales manager and in 
1913 became a vice president and director 
Four years later he organized a Chinese Western 
Electric Co 

During the World War he was on the 
General Staff of the Army as assistant director 
of purchases, storage and _ traffic In 1922 
Mr. Swope was elected president of General 
Electric and in 1927, board chairman of the 
International General Electric Co. 


The new chairman of the board, forty year 
old Philip D. Reed, brings both an engineering 
and legal training to his job. He obtained 
his electrical engineering degree at the Uni- 
versity of Wisconsin, then went to Fordham 
University for his law degree, getting it in 1924 

Mr. Reed came under the G.E. Banner in 
1926 when he became assistant to Vice President 
C. W. Appleton of the law department. In 
1928 he moved to the incardescent lamp depart 
ment, and from 1934 until his appointment as 
assistant to the president in 1937, he was gen 
eral counsel for that department 


Charles E. Wilson, who takes the president’s 
chair on the first of the year, was born in 
New York, November 18, 1886 He started 
from the bottom in this business as an office 
boy for the old Sprague Electric Co *rom 
there he moved ahead to shipping clerk, factory 
accountant, production manager, assistant super- 
intendent of the factory in 1914. 


He applied this practical background to sales 
work shortly later, when he became sales man 


ager When Sprague’s conduit business went 
to G.E., Mr. Wilson became assistant superin 
tendent of two plants. In °'23 he moved to 
Bridgeport as managing engineer in charge of 
conduit and wire Two years later he became 
assistant manager of the Bridgeport works 


That work brought him in close touch with 
the appliance business and in 1928 he advanced 


to assistant to the vice president in charge of 
the merchandise department. In 1930 he had 
responsibility for engineering, manufacturing 
and sales Five years later he had charge 
of all appliance activities and in 1937 was 


elected executive vice president of the company 





HEAD MEN of two New Orleans 
associations are Rudolph Viener, Jr. 
and Ben Weiner. Viener is president 
of the Electrical Association and 
Weiner leads the Radio Dealers Asso- 
They put on their grins at 
a dinner-dance which both organiza- 
tions sponsored at the Jung Hotel a 
few weeks ago. 


ciation. 


3 








Toastmaster Ups 
Q’Brien, Riker 


Toastmaster’s domestic 
sales are now the .responsibility of 
W. E. O’Brien, while B. M. Riker 


has moved up to sales manager of the 


appliance 





O’Brien 


Riker 


commercial equipment department. 
K. C. Gifford, who was sales manager, 
has resigned to head sales for Schick. 

Since 1935 W. E. O’Brien has been 
assistant sales manager. Bringing a 
broad experience in merchandising 
household wares to _ his position, 
O’Brien sold for Aluminum Company 
of America and Chicago Flexible 
Shaft before joining McGraw Elec- 
tric in 1934, to cover seven states on 
the Atlantic seaboard. 

Riker has been assistant sales man- 
ager of his department for two years. 
Prior to going with Toastmaster, he 
was commercial and industrial sales 
manager for Rockland Light & Power 


Co., Nyack, N. Y. 


Mayer of Hyland 
Honored by NECA 


When the National Electrical Con- 
tractors Association met at Philadel- 
phia, the executive committee unani- 
mously recommended that Leo E. 
Mayer of Hyland Electrical Supply 
Co., Chicago, be granted an honorary 
membership. 

Now manager of Hyland’s con- 
tractor department, Mayer, a 
former contractor, was extremely ac- 
tive in NECA, served as president 
from 1929 to 1935. 


sales 


Westinghouse Buys 
Front Company 


The Front Co., 26-year old elec- 
trical supply house of Wheeling, W. 
Va., is now part of Westinghouse 
Electric Supply Co. Jn announcing 
the purchase, Bonnell W. Clark, presi- 





dent of Westinghouse Supply said, 
“By acquiring The Front Company 
business we are extending our facili- 
ties in a growing market for electrical 
equipment.” 

S. S. Front, president of the organ- 
ization, joins Westinghouse as man- 
ager of the house, now part of the 
Pittsburgh district which is managed 
by Warren I. Bickford. The entire 
Front personnel is now under the 
Wesco banner, and it is expected that 
more people will be employed as facili- 
ties are increased. 

The purchase also involves Front’s 
four-story building at 1117 Main St., 
which is arranged with displays on the 
first floor, offices and stock rooms on 
the other floors. 


Schick Cooperates 


STAMFORD, CONN.—A few weeks 
ago the employees of Schick Dry 
Shaver, Inc., asked President Ralph J. 
Cordiner if they could hold a special 
“Community Chest Saturday” and 
donate their half day’s pay to the fund. 
Cordiner not only agreed, but more 
than matched their spirit. He said the 
company would contribute at the 
time-and-a-half rate. As a. result 
Schick’s 1301 employees raised $5,400 
for the Fund. 


T. J. OBrien 
With Stern 


HARTFORD, CONN. — Materially 
strengthening its sales operations, 
Stern & Co. now has T. J. O’Brien in 
the organization. One of the pioneers 
in Connecticut’s electrical industry, 
O’Brien was president and treasurer 
of the Hartford Electric Supply Co. 
until recently. Familiarizing himself 
with Stern’s customers and_ their 
problems he is now on the sales staff, 
will soon take over an executive post, 
according to F. E. Stern, president. 





HOSTS FLANK Talbott Hibbs of 
Hart & Foster, Philadelphia. Al and 


Walter Wick of Lindley Electric 
held an appliance show during week 
of Nov. 12. Hibbs was one of 500 


who came, saw and bought. 
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LIGHTING PLANS of Westinghouse were explained to customers of 
Riechman-Crosby Co., Memphis, Tenn., at a meeting in the Chisca Hotel 
recently. J. D. Mitchell, left, Westinghouse special representative and 
engineer who is making a tour with the Westinghouse Caravan, gave details 
of the program. Next is L. A. Stevens, Memphis salesman for Westinghouse 
Lamps, then H. 8S. Wright and George E. Cox of Riechman-Crosby. At the 
extreme right stands I. M. Cohen of Monarch Theatre Supply Co. 





Adequate Wiring Results 
Point To Bright Future 


The National Adequate Wiring Program is about to go into 


its third year of operation. 


It operates in 43 states, builds 


sales for the industry, provides better living for the public. 


An all-industry activity, it deserves wholesaler support. 


INDING up two years of operation, 

the National Adequate Wiring 

Bureau has done a real lot of 
selling—selling that has resulted in 
better volume for the wholesaler and 
his salesman—selling that has en- 
lightened the American public on the 
ilvantages of heavier copper, more 
vutlets, greater flexibility. 

In his territory the wholesaler’s 
salesman can do a still better job 
owards furthering this wiring pro- 
sram by using the material provided 
'y national headquarters and passing 
his information along to his con- 
tractors, architects and builders. 

Although the Bureau’s 1940 plans 
re not ready for publication, a brief 
eview of past activities will serve 
to show wholesalers and their sales- 
1en what they can expect in the way 


of a stepping stone to greater wiring 
material sales immediately, more light- 
ing and appliance volume later. 

Right now the program is operating 
in 43 states and is backed by such 
groups as NEWA, NEMA, NECA, 
EEI and the International Associa- 
tion of Electrical Leagues. In W. E. 
Sprackling, of Anaconda, who is chair- 
man of the executive committee, the 
program has strong, aggressive leader- 
ship—and that’s important. 

When the Bureau was set up, the 
leaders felt that publicity alone was 
not enough to put over their story, so 
A. E. Schanuel and A. C. Tait took 
to the road as field representatives, 
have held 425 meetings in 354 cities, 
talked to 12,000 electrical men at those 
gatherings, helped them start local 
organizations. 
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Official organ of the Bureau is the 
Adequate Wuring Reporter which 
reaches all participants, contains ideas 
and activities pertaining solely to 
adequate wiring. Besides this pub 
licity, the Bureau tells its story to 
the trade and public through the trade 
press, newspapers, general magazines 
and radio. A wiring layout service, 
with complete specifications, has been 
made available to, and used by wo- 
men’s and home magazines, architec- 
tural and building publications. 

Local groups have been provided 
with booklets, leaflets, displays and 
other printed material designed for 
distribution to the public and written 
so the layman can understand what 
good wiring is all about. 

The aim, of course, of all the shows, 
meetings, booklets, and publicity is to 
sell the home owner on adequate wir 
ing, increase electrical sales. \s 
tangible evidence that a building has 
been wired to adequate wiring specifi- 
cations, the Bureau has set up the 
certification plan. Licenses to certify 
adequately wired homes have been 
issued to local Bureaus of 28 cities, 
operating in territories having 5,- 
306,000 residential meters. 

To show what “certification” means 
to the wholesaler’s business, the home 
that is wired to these standards re- 
quires $75.00 worth of extras in the 
wiring contract. That is only the 
immediate business. It opens the 
market for the greater sale of lighting 
and appliances that would not be pos- 
sible with scanty wiring. 





DIRECTS SALES for the Hygrade 
lamp division of Hygrade Sylvania 
Corp. Before his promotion to sales 
manager last month, Charles G. Pyle 
was assistant sales manager. He suc- 
ceeds S. N. Abbott, who retired. 
Pyle’s connection with the firm goes 
back to 1920 when he started as a 
salesman. Since then he has worked 
in many districts, knows wholesalers 
in all parts of the country. 











WESCO AND N. Y. GIANTS celebrate the signing of contract calling for 
Westinghouse equipment to be used in flood-lighting the Giants’ ball park. 


1t head table are (Il. to r.) 
Tompkins, 

Stoneham, 
treasurer, N. Y. Giants; 
Elec. & Mfs., and C. M. 


contractor. 


president, N. Y. 


William Bingham, 
Arthur Uhrlandt, all of Westinghouse Electric Supply; 
Giants; 
Harry M. Hays 


Munoz, president, 


Walter Williamson, H. B. 
Horace 
Leo J. Bondy, vice president and 
and James Boyd, Westinghouse 
Harry Alexander, Inc., the 





Westinghouse Plans 


“We are looking forward to one of 
our biggest years,” said Frank R. 
Kohnstamm, sales manager of the 
Westinghouse merchandising division, 
in announcing plans for dealer preview 
January 2. 

Backing up this faith, he said that 
advertising appropriations for 1940 


meetings starting 


have been stepped up, coupled with a 
schedule of more intensive — sellit 1g 
activities. 

This month, wholesalers are learn 


ing about the 
and 5th the 
was held at 
ilers who didn’t get there, 
meetings will be held 
26th and January dealer 


program. On the 4th 
distributors’ convention 
Mansfield. For whole 
15 district 
between the 
showings. 


Our Party— 
Your Tie 


CTOLEDO—On November Ist, Owens 
Corning Fiberglas celebrated 
its first birthday. In 12 short months 
this youngster (an offspring of Corn- 
ing Glass Works and Owens-Illinois 
Glass. Co.) has grown to the point 
where it now 
essential 
products. It is visible, 
15 of these. For 
in ranges, ref 
etc., but works behind-the-scenes. 

he company has also developed 


Corp. 


supplies Fiberglas for 
services in 565 
though, in only 
instance it is used 


10 


groups of 


rigerators, water heaters, 


Fiberglas fabrics and show an ap- 
plication, President Harold Boeschen- 
stein sent out neckties to the press last 
month. They’re interesting all right, 
and what’s more they don’t wrinkle. 


Weir Honored 


NEW YORK, N. ¥ On 
evening, November 15th, 
electrical men gathered at New York's 
Governor Clinton Hotel to pay tribute 


to Gd. v, 7 ap” Weir. 


Wednesday 


some 265 


managing direc- 





Trattler 


Kurzon, Weir, 


tor of the Eastern Electrical Whole- 
(Association, and to the fine 
work he has done taking over 
in 1934. 

Attending the testimonial dinner 
were wholesalers from several eastern 


salers 


since 


states and both executives and sales 
epresentatives of leading suppliers. 
Following the filet mignon dinner, 


Joseph Kurzon, chairman, gave a brief 


WHOLESALER’S 


talk, then introduced Stanley S. Grog- 
gins, counsel for the association, who 
keynoted the meeting, citing the nu- 
merous accomplishments of “Cap” 
Weir in the electrical business. 

After Groggins’ talk, Irving G. 
Trattler of Eastern Tube & Tool, and 
co-chairman of the dinner, represented 
the assemblage in presenting Weir 
with a wrist watch and two suitcases. 


NEMA Elects 
Swartzbaugh 


At the recent NEMA meeting in 
Chicago, Charles E. Swartzbaugh was 
elected president. Since 1935 he has 
been chairman of the association’s busi- 
ness development committee. He also 
heads up the manufacturers’ group of 
the executive committee of the Modern 
Kitchen Bureau. 

Swartzbaugh has been in the elec- 
trical field since graduating from Ohio 
State University in 1914. At that 
time he started with Toledo Cooker 
Co., now Swartzbaugh Mfg. Co. There 
he moved ahead from buyer to credit 
and office manager to vice president, 
then to president, the position he now 


holds. 


New Location 
For Hughes-Peters 


COLUMBUS, OH!O—Increased vol- 
ume and activities forced the Hughes- 
Peters Electric Corp. to move to larger 
quarters at 111-117 E. Long St. last 
month. They had been located at 178 
N. Third St. Before going into the 
new location, the building was com- 
pletely remodeled with modern ware- 


house and service facilities, display 
rooms and offices. 

Johannesen Buys 
Brower Holdings 
GREENSBORO, N. C.—R. M. Johan- 
nesen, president of Brower Electric 


j has purchased the 
holdings W. F. Brower had in the 
business. Mr. Brower, who started 
the company in 1930, has also retired 
from active participation in the affairs 
of the organization 

Mr. Johannesen, manager of the 
General Electric Supply house at 
Charlotte, N. C., before buying an 
interest in the Brower organization a 
year or two ago, states that the 
resignation of Mr. Brower does not 
change the policies of the company. 


Supply Co., Inc., 
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Selling Wiring 
Via Radio 


SALT LAKE CITY—Elias Strong, 
manager of the Electrical League ot 
Utah, has taken to the air twice re- 
cently to sell adequate wiring. Miss 
Nancy Finch, a radio commentator, 
worked with him on both broadcasts. 
Their first 15 minute program over 
KSL, consisted of a visit to a home 
which the owners had recently pur- 
chased and planned to remodel. Strong 
covered each room, citing instances 
where better wiring would be an aid 





n to better living. GOOD OUTLOOK for the North Coast Electric Co., Portland, Ore., 
S Their next program was over judging from the broad smiles. Front row, left to right: J. P. White, 
Ss KDYL. This time a couple planning A. W. Stevenson, Grace Forbes, Vera Horenbacher, M. Tando, Harry 
- to build from scratch heard the story Byrne, Jr., (manager), Harold Arnold and John Buys (purchasing agent). 
a a on ae aaa Back row: F. Ashford, L. A. Stohller, Charles Lemery, Don Lindsey, 
; of adequate wiring. At the conclusion CEL . 2 Meh ERB p wis , 
f of both broadcasts the Adequate Wir- J. E. Lennox, F. J. McCarthy, C. E. Batt, R. O. Brown and Leroy Baro. 
n ing Certificate was explained and 

listeners were urged to write in for 
C- free booklets, “Check Your Wiring” 
10 and “Modern Home Planning.” 
at 
er 
— 


1 Wesco Opens 


WwW 
At Tacoma 
To better serve the trade in and 
near Tacoma, Wash., Westinghouse 
Electric Supply Co. opened a branch 
at 1115 “A” in that city last month. 
The new house, which reports to 
D. M. Salsbury at Seattle, is managed 
by J. R. Wells, who had been pur- 
=e 


chasing agent at Seattle. 
nail His sales staff consists of Bill 





od Proby, Frank Muehlenbruch and Earl Lael iw Pa 
as : ‘ hei 
Stearns. The men who get out their , 3 : : 
178 ws Si Rol m Fe ; i: ' W: ed AIR VIEW of the home of Plymouth Rubber Co. at Canton, Mass. 
the orders are Robert Fewell an autet Walter Bieringer mentioned the very interesting fact that the small, low 


aie. Fawcett. : a. building next to the smoke stack was the copper foundry of Paul Revere 
In Seattle, Ralph Sroufe is now and it still stands as it was then. 
: purchasing agent and stores manager. 
Ross Vieths, who formerly sold appli- 
ances in the country territory, is sell- 
ing the same lines in the city. His 
territory has been taken over by Art 
Sheean, former sales promotion man. 


han- Dauphin Talks 


“the | Lighting 


Pov HARRISBURG, PA.—In order to og 

tired show their contractor and dealer cus- @ 

fairs tomers newest developments in light 
sources and equipment, Dauphin Elec- , \ vb 

- the tric Supply Co. held a sales meeting a "i ; 

+. few weeks ago. Seventy customers 

+ os from Harrisburg and towns as far as aaa: he —eES==_=—=—— 

jon a | 00 miles were on hand to hear A. J. a - nial 

| the | Musser, president of Dauphin, E. A. COUNTER QUARTET with grins by Elmer Williams, Roland Rose, Leste: 

s not Sisco and R. D. Howe of General Davis and Harold Warnock of the Scranton Electric Construction Co., 

ny. Electric, discuss better lighting. Scranton, Pa. 


1939 | December 1939 — WHOLESALER’S SALESMAN 1 











IF YOU 


ere Sales Manager for 1940) 


You’d want sales meetings that help you and your men make more 


money 


What kind, how planned, when, where? $25.00 for best answer 





The Trend of 
Sales Meetings in 1939 


By 


John H. Frederick 


VERYONE agrees that the right 
kind of sales meeting is a strong 
sales stimulator, leads directly 
to better selling. Unfortunately, 
though, too many fall flat because 
they are dull and poorly run. So it is 
apparent that the intelligent schedul- 
ing and operation of sales meetings 
has not been given sufficient study 
by either the average wholesaler or 
manufacturer. 
Who is to blame? 


wholesalers say they get real sup- 


Independent 


port from only about 75 per cent of 
On the other hand, 
manufacturers (96 per cent) state 
they would gladly do more to help 


their suppliers. 


imake wholesalers’ sales meetings 
successful, but that less than half of 
the wholesalers really welcome man- 
ufacturer cooperation at sales meet- 
ings. Meanwhile, the wholesaler’s 
salesman who should be benefitting, 
is frequently forced to gather selling 
help as best he can. 

A survey of independent whole- 
salers shows that the general run 


12 


of sales meetings may be classed into 
these groups: 

(1) Discussion of one product or 
one manufacturer’s promotional 
event. This sort of a meeting is 
held most frequently by 50 per cent 
ot the wholesalers and the usual pro- 
cedure is to have a factory man 
tell his story and give sales features 
of his line. 

Obviously this type of meeting is 
extremely effective, especially if it 
is well prepared. The survey shows 
that 76 per cent of the manufacturers 
have prepared material available for 
sales meetings, while the others feel 
that preparations can be made on 
the spur of the moment, probably re- 
sulting in a dull meeting. 

Now on the other hand only 25 
per cent of the suppliers who do 
have definite plans, report enough 
requests to make further work along 
this line necessary. Perhaps whole- 
salers are not aware that this ma- 
terial is available, but if they do 
know about it and make no requests, 
the contention that wholesalers ig- 
nore manufacturer 
borne out to some extent. 

30th wholesalers (80 per cent) 
and manufacturers (again 80 per 
cent) agree that salesmen further 
benefit when the factory representa- 
tive stays in town a day or two after 
the meeting to make calls with them. 

(2) The question and answer 
These are variations of 


assistance is 


meeting. 


the well known Professor Quiz idea 
to liven up the meetings and get 
salesmen to __ participate. This 
method is preferred by 28 per cent 
of the wholesalers, whereas the ma- 
jority of manufacturers think this 
plan is at least as effective as the 
above type of meeting. Three dif- 
ferent methods are used: 

(a) The sales manager lists ques- 
tions on slips of paper for salesmen 
to draw and answer. Ifa salesman’s 
answer is incorrect, incomplete or 
not acceptable, the other men join 
in the discussion. 

(b) The sales manager reads the 
questions for anyone to answer. 
Here again, the meeting is open to 
the entire group. 

(c) The salesmen, sales manager 
and others write questions with at 
least three to five answers given for 
each one. However only one right 
answer, per question, is shown. The 
idea, of course, is for the salesmen 
to check the right answer to each 
question. 

These meetings may not be the 
answer to. the manager’s 
prayer, but they do pep up the gath- 
erings, give them a fresh slant, get 
salesmen to take part, and are likely 
to prevent the men from going to 
sleep. At the same time the sales 
manager can discover what the men 
know and has the chance to give 
some practical information. 


sales 
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3. Inspirational or 


pep talks. 
These are still 


favored by 17 per 
cent of the wholesalers as subjects 
for sales meetings, but are the hard- EDUCATE 
est type to make interesting and 
eventually will become extinct. 


ss, STIMULATE 
4. A ? 


combination of all three 


types in the same meeting. This 
method for conducting the sales CONCENTRATE 


clinic is favored by 5 per cent, with 
the time divided in this manner: 80 
per cent to discussion of products 
and/or 
cent to 


‘ DEMONSTRATE 
promotion events; 15 per 
questions and answers; the 


remainder to inspirational talks. 





When They Meet 


Four Keys to Better Sales Meetings 


Despite the traditional importance 
of Saturday as a meeting time, more 
are now held on various afternoons wholesalers meet once a week. Most 
Friday of these (70 per cent) are on Satur- 
afternoon accounts for 18 per cent, day, with Monday and Friday next. 


favor the latter location, since it is 
than during the mornings. 


wholesaler’s 


\lso 


more convenient for the 
complete staff to be on hand. 





Saturday for 15 per cent and Mon- Meetings every two weeks are held the atmosphere of the wholesale 
ma day for 8 per cent. Wednesday by 20 per cent of the wholesalers. house makes the meeting seem more 
ot ind Thursday afternoons combined, Monthly meetings are preferred by like a part of the men’s work and 
‘. however, account for only 6 per 23 per cent, almost invariably on not some sort of a party. 
at cent of the meetings. A few houses, Saturday. There is something to be said for 
_ + per cent of those covered in this ' = the outside meeting place, however. 
, , 1 ; ; “i ast Where They Meet eee ee , : ‘Sey Tee eee 
oe study, do not have any regular day For there the manufacturer can 
ae for meetings, but hold them after Manufacturers favor holding sales make a complete display of his 
“a working hours when something spe- meetings wherever it is most con products and put on a meeting 

cial comes up. venient for wholesalers, either at a where he will dominate the situation 

The weekly meeting is still most hotel or in the wholesale house. But without the possibility of confusion 
a important. Forty per cent of the more manutacturers (70 per cent) and interruptions. 
en 
1's 
or 
in 
\ . 
er. 
to ; 7 : ; 

- the accompanying article, John H. Frederick Our object is to uncover new ideas that can be 
nit presents the results of an extensive study of SALES easily applied and will make sales meetings more 
! , “ . -— ? 1 
i MEETINGS in 1939. Read that first. useful for everybody. 

« _ : ° 7, ° a 
a Then figure out what you would do in 1940 if you \nswers must be postmarked not later than midnight 
8) 7 - a - é 

ht were sales manager and wanted to plan a full vear’s January Ist, 1940. 

v ° ~ - . ‘ ? . ; . a5- 1 1 
rh series of helpful, snappy oomph-producing, money For the best answer we will pay $25.00 and all other 

making SALES MEETINGS. answers, found suitable for publication, will be paid for 

ne Your answer should be condensed into 750 words at our regular rates. No answers will be returned 
“ “h < . ‘ ‘ . eee i ~ < « ° “ CAtrOwUt OD Wh FPR EN LEA EE hy 
ac ’ ear Paes 

and cover the following points: becoming the property of Ilholesaler’s Salesman. 

, 4 .. +] [ f nama 

the 1. What type of meetings would you plan and Salesmen who would not want to have their name 

. why ? published may so state in their letter. 
ers » ee ; ; fs Thi a _~ =. *. | mil aiecaaee aaa es 
atl 2. When held, how often and how long? his contest is limited to salesmen who are regularly 
_— 3. Which produc \ ld lise ac] emploved by an established electrical wholesa 

“i 4 hich products would you discuss in each IN pro} Dy al LADNSNEC elec 

5 , - ; oneant 
kely month of the year if only monthly meetings ganization, 
x to were held? Entries will be judged by members of the editorial 
alien 4. How would you use the cooperation of manu staff of Wholesaler’s Salesman. By entering this cot 

facturers ? test, entrants agree to accept their decisions as fina 

men eo i aes ' nes aore a 
give 5. What type, if any, follow-up material would \ddress all letters to O. Fred. Rost, Editor, I/ c- 


you use between monthly meetings and why? 


saler’s Salesman, 330 West 42nd St... New York, N. Y. 
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Be Different—In Lighting— 






The sales slogan “Be Different” is a natural for the wholesaler’s 


salesman who wants orders for fluorescent lighting equipment 





Fluorescents in troughs along the beams, 

and incandescents in ceiling boxes pro- 

vide modern illumination for this modern 
cafe. 


HARLIE’S CAFE EXCEPTIONALE, 

Minneapolis, wanted a lighting 
job. C. Alvin Jacobson, salesman 
for William P. Electric 


Company, Minneapolis wholesalers, 


Johnson 


wanted the order. 

It was a pretty big job, and Jacob- 
son knew he wasn’t the only sales- 
man after the order. And he knew 
he wasn’t the only one who would 
try to sell fluorescent lighting. 

Jacobse m decided the Way to sell 
this job was to tell the story of 
fluorescent lighting with a different 
approach. He would tell it from his 
prospective customer's angle, and 
appeal to his pride of ownership, his 
business sense, and the need for 
different from 
others. And he would get the con- 
tractor to help. 

So he 


and delivered a 


making his place 


cornered the cafe owner 


sales talk built 


around these arguments : 
“A smart, high-class cafe, cater- 
ing to the better class of people, 
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C. Alvin Jacobson. 


must be as attractive as possible to 
get business. And to. beat 
petition, it has to be different—dit- 
ferent in a way that will be imme- 
diately noticed. 

“In a smart cafe, with a bar and 
entertainment that does most of its 
business at night, the most outstand- 


com- 


ing thing at night is its lighting, of 
course. If that lighting is strikingly 
different, -the customer will notice 
it as soon as he enters. Then he is 
psychologically sold on the idea that 
everything about this cafe is dif- 
ferent. 

“Fluorescent lighting is really 
different. It’s new, colorful, strik- 
ingly attractive. The soft glowing 
colors make for a warm, cheerful 





By 
Harold §. Kahm 


atmosphere. The beauty and novelty 
create the right kind of first impres- 
sion which is so important.” 

Jacobson clinched the sale when 
he enlisted the contractor’s aid by 
showing him that he would get a 
more profitable installation and wir- 
ing job if the fluorescents went in, 
also, in the long run, their greater 
efficiency would result in a net sav- 
ing for the user. 

The final layout involved 24 of 
the 36-inch, 40-watt pink fluorescent 
lamps. They were mounted end-to- 
end in shallow coves along either 
side of the ceiling beams and cast a 
warm, diffused glow over the matte 
surface of the acoustically treated 
ceiling. Incandescent lamps were in- 
stalled in recessed ceiling boxes to 
furnish additional illumination on 
the tables and to tone up the colored 
light from the fluorescents. 

The cafe owner was entirely satis- 
fied with the results obtained, and 
this first fluorescent lighting job in 
Minneapolis has been followed by 
many others. 

“In selling fluorescent lamps,” 
Jacobson says, “it isn’t hard to con- 
vince a customer if you first put 
yourself in his place and figure why 
and how they are going to benefit 
him. Pretend to yourself that you 
are the owner of his establishment, 
and it is your problem. Then decide 
what you would do. 

“No two lighting jobs are the 
same. Each man expects to get 
some results of a valuable nature 
when he installs lighting, aside from 
merely being able to light up the 
darkness. Figure out an angle for 
him to show him what new and dif- 
ferent results he may expect and 
you'll get new results yourself!’ 
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Appliance Volume 


Through Looking 


By means of future planning with dealers 
and carrying out these plans, the full-line elec- 
trical wholesaler can profit with appliances 





By Edwin Laird Cady 


VERY salesman has been ad- 

vised to plan his future deal- 

ings with customers, not only 
days ahead but even years. It is 
hard to follow-through on that prin- 
ciple, for plans often go wrong and 
working day by day is much less 
trouble. But A. P. Rafferty of the 
Gould-Farmer Co., Syracuse, N. Y.., 
is a salesman who works ahead and 
has advanced to a managership and 
a vice presidency. 

He puts in a lot of time manag- 
ing the salesmen of his department, 
and then steps out and personally 
sells an average of over $10,500 
worth of appliances every month. 
This fine average is accomplished 
by keeping his retailer customers 
looking ahead. 

The big, popular selling, profit 
making appliances of tomorrow, he 
knows, will not necessarily be the 
same ones that make the big pile 
today. Appliances have a way of 
starting as luxuries for the wealthy 
families, and getting down to neces- 
sities for the middle class. For 
instance look over refrigerator fig- 
ures for the last ten years and 
certain small appliances that have 


Rafferty’s selling TODAY makes 
more sales TOMORROW 


enjoyed similar progress. The 
dealer who properly appreciates and 
takes advantage of growing public 
interest in an appliance, will make 
the most money for himself and his 
wholesaler. But how to get them 
looking ahead ? 

Rafferty organizes his story be- 
fore approaching a new prospect. 
He asks himself such questions as 
“What income classes of people en- 
ter this store, and what prices will 
they gofor?” Andeven: “Are the 
people who enter this store thinking 
about investments for their homes?” 

The preliminary survey gives Raf- 
ferty the general “‘feel’’ of the store 
—a way of arriving at a common 
viewpoint with the buyer without 
having to stumble over a lot of mis- 
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assumptions or to take up time with 
foolish questions. 

Instead the time is spent working 
things out until they arrive at a 
line of products and displays that 
exactly fit the sales potentials and 
the customers of that store. And all 
through the discussion, Rafferty 
keeps that “forward look’’ dominat- 
ing every other consideration. The 
store line must be balanced for pres- 
ent sales, and for future building 
also. 

After that, it is a matter of keep- 
ing the store’s attention on the lines 
which need salesmanship. The big 
bulk lines of today almost sell them- 
selves, but the big bulk lines of to- 
morrow need salesmanship to sell 
them today. 

The temptation of any retailer, or 
of any salesman, is to take the line 
of least resistance and sell the num- 
bers which go easily today, letting 
tomorrow worry about the lines of 
tomorrow. But Rafferty knows that 
the salesman who learns to sell a 
line while the going in it is tough, 
will have the best mental equipment 
for selling that line when the going 


gets easier. 








Construction Ahea 


Make Them Stock Up 





EW construction is headed for new records in 1940. 
N" Now is the time for wholesalers’ salesmen to help 
replenish their 
get ready for the rush 
ages, W. A. “Dave” Davis, head inside 
haw hin Electrical Supplies Company, 
rg, Pennsylvania, takes S. W. Bair, Harris 


ictors and = industrials 


depleted 
sto - and § that is on the way. 

On these two | 
salesman of 


Harrisbut 


16 


burg contractor, through the warehouse, booking orders 
on the lines Bair will need for both new construction 
and rewiring jobs. 

This is sound and constructive selling—the sort of 
salesmanship that builds good will and greater volume 


for the future as well as the present. Furthermore it 


works in any territory. 
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1 Wire and cable go year around, but 
Davis (in shirtsleeves) doesn’t want 
Sair to forget the General Cable story 
when new construction starts. 


2 As in the case of the wholesaler, the 
contractor-dealer has many lines to re- 
member and sell. Davis is mighty care- 
ful not to let his customer get away 
without some more information on both 
new and improved light sources. 


3 Bair will be using plenty of control 
equipment, so Davis shows him the line. 
Here he highlights features of Cutler- 
Hammer's service control having a range 
outlet and four branch circuits. 


4 Wiremold’s line comes in for its share 
of attention, with Davis relating new 
uses for the various fittings. 


5 Wiring devices play a leading part in 
the adequate wiring program, so Davis 
demonstrates a new toggle switch, throws 
in a joke, gets a laugh. 


6 For new construction and _ rewiring 
work, Bair will be using lots of fittings. 
In this particular case he’s getting the 
dope on some of Appleton’s vapor proof 
units. 


7 One of the good old standbys—fuses 
are used by all contractors for big jobs 
and small ones. Here Davis is getting 
Bair ready for one of the big ones. 





8 Davis tells Bair that he should do a 
job on these flood and spot lamps. Then 
he reminded the contractor that Dau- 
phin’s is a good source for electricians’ 
tools. 


9 Although time clock volume has been 
increasing steadily, there is still much to 
be done, more money to be made in every 
town. Davis wants Bair to crack this 
market in Harrisburg, also, of course, 
buy from Dauphin. 


10 Chances are Bair has heard about 
Automatic Electric’s phone systems and 
U. S. Rubber’s tape lines plenty of times, 
nevertheless repetition impresses and im- 
pressions lead to sales. 


11 In wiring new homes and rewiring 
old ones, Bair will be in a position to 
push chimes, but he has to know the 
sales story and he’s getting it now. 


12 Bair does both residential and in- 
dustrial wiring, plus merchandising, so 
he runs into plenty of ventilating busi- 
ness. He gets some volume during the 
fall and winter months, but Davis wants 
him to be prepared for big volume on 
the full line in the months ahead. 
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Only salesmen who 
manage themselves like 
a business can succeed 


and make a profit. 


By Fred Merish 


You Are d 


VERY SALESMAN is in. business 
for himself—he’s his own boss. 
The bookkeeper, 


truck driver has certain well defined 
duties to perform. But the salesman 


stenographer or 


who is sent out to sell goods is a 
free agent; to a large extent, left 
to his own resources. 

To attain his objectives the sales- 
man should organize himself like 
any well systematized business. He 
should follow these recognized fun- 
damentals of competent business 
management : 

Budget. 
essary to the profitable operation of 
a business. week’s 


Sudgetary control is nec- 
Budget each 
work to assure coverage of ground 
most effectively. Too many sales- 
men gadfly hither and yon, wasting 
energy instead of conserving it with 
a planned routine. 

Inventory. Take a periodical in- 
ventory of your selling technique. 
Ascertain your current assets and 
liabilities. Find which of your meth- 
ods have been working for you, and 
which are out of date. 

Keep a close check on sales de- 
livery. Revise demonstration equip- 
ment and technique from time to 
time. 

Depreciation. Selling methods and 
sales talks get old. They lose their 
kick after a certain period, either 
because prospects have heard them 
too often or they grow stale to the 
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Budget 
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NT relay 


Depreciation 
Stock Turn 







Business 


salesman. Scrap them when they 
become obsolete or depreciated. 
Selling methods, like store front, 
equipment and operating 
kept 


display 
machinery, must be 
through continual improvement. 
Stock-turn. Get turn- 
sales for time and effort 
spent. salesmen spend 
too much time taking dollar orders 
when they should be selling profit- 
merchandise of 
carrying wider 
selling a 
high ratio of low-margin items usu- 
ally makes limited profits. 
the salesman. 

Profit and loss statement. 
Otherwise, 
you will drift as perilously as a 
which has no accurate 
Audit your sell- 


modern 


sufficient 
over on 
Too many 


able specialties or 
larger unit value 


margins. The concern 


So does 


Keep 


records of activities. 


business 
account of costs. 
ing records periodically, and draw 
up a profit and loss statement. It 
should show: 


. How many hours you worked. 

Number of demonstrations made. 

Number of sales closed. 

. Total volume of sales. 

The average unit sale. 

Commissions earned. 

7. Ratio of calls or customer-contacts 
to sales. 

8. Your expense-to-sales ratio. 

9. How many new customers made. 

10. Old customers lost and why. 

11. The ratio of quality lines to price 

lines sold. 


ONE 


sy keeping profit and loss rec- 
ords of this type from month to 














know 
whether he is going places or is 


month, a_ salesman _ will 


just a dead-end kid. This book 
work and analysis can be handled 
in 10 extra minutes daily. These 


facts are as essential to the business 
of being a salesman as they are to 
the business of running a business. 
Maybe this is more work than 
old-fashioned reports. Sut 
selling offers more complex prob- 
lems today. Competition is keener 
and the custodian of the portfolio 
may as well face the fact that a 
more exacting and scientific type of 
salesmanship is called for. 


sales 


Many personable salesmen, good 
closers and hard workers, fare worse 
than men less qualified because the 
latter plan the time, manner and 
method for getting work done. 

Systematized operation is still the 
shortest route to maximum income, 
because it minimizes overlapping 
and duplication of effort. For by 
conserving the salesman’s time, it 
increases his volume and serves as 
a guide to future operation. 
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By E. A. Jones 


President, Havens Electric Co., Albany, N. Y. 


OUR POLICY —Wholesale Only 


The Havens Electric Company of Albany, N. Y., has taken an intelligent and 
courageous step in publishing its policy governing the sale of appliances. Why it 


was done, and results, are given here by the firm’s president, E. A. Jones. 





PERSISTENT and_ disturbing 

problem continually confront- 

ing the entire industry is that 
of wholesale-buying. It has been 
especially troublesome for us be- 
cause we serve a broad market sell- 
ing to dealers, contractors, depart- 
ment stores, utilities, industrials, the 
state of New York, municipalities, 
and so forth. 

All of us know that appliances 
should be sold only through the es- 
tablished channels, nevertheless it is 
difficult to refuse appliance business 
with customer-employees ; first, be- 
cause a refusal might cause resent- 
ment and result in the loss of 
regular lighting, construction mate- 
rial and apparatus business with 
these accounts; secondly, it is cash 
business and profitable. 

On the other hand, established 
retailers justly complain about 
wholesalers selling appliances to 
customer-employees as it reduces 
sales and profits. There is also a 
legal angle to be considered as the 
fair trade practice acts forbid the 
sale of appliances at wholesale to 
anyone except retailers. As we 
have signed agreements with several 
of our suppliers, it would be illegal 
for us to sell these particular prod- 
ucts at discounts to employees. 

So we decided to do something 
about the whole situation and stop 








E. A. Jones, President of 
the Havens Electric Co., Albany 


selling customer-employees even 
though they identified themselves, 
paid cash, and stated the appliances 
were to be used in their own homes. 

To make our policy clear and defi- 
nite we set up our Policies and 
Plans governing the sale of all ap- 
pliances. Our customers have been 
informed of the following statement, 
also copies are displayed at the 
counter and in the sales depart- 
ment— 

MAJOR APPLIANCES. Our policy 
is to sell the following appliances to 
approved authorized dealers only. We 
will not sell any of these items to other 
dealers or to anyone who is not under 
this classification with the exception of 
municipal, state, and federal governments 
for their own use and not for the em- 
ployees of any of these departments: 
ranges, water heaters, washers, television, 
refrigerators, ironers, cleaners, radio 
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(except midget sets under $30 list), 
kitchen sanitation equipment. 


ALL OTHER APPLIANCES. Our 
policy is to sell all other appliance ttems 
such as all socket appliances, clocks, 
fans, shavers, mixers, egg cookers, Toast- 
master products, Sunbeam products, mid- 
get radio sets under $30 list, and all 
other articles classed as appliances to 
dealers for resale, and other wholesale 
customers using the items in their busi- 
ness such as federal, state, county and 
city governments, railroads, industrials, 
utilities, etc. We will not sell any arti- 
cles to any employees of companies under 
the above classifications even with an 
order or letter and permit them to pay 
cash. The articles must be purchased by 
the company with regular order to be 
charged to them and for their own use 
and not for employees. 

Many of the above items are already 
under Fair Trade Laws which necessi- 
tates our adherence to the above policies. 

Anyone asking questions about the 
above policies or requests for approval 
of any customers must be referred to one 
of the following men in our organiza- 
tion: C. V. Chisholm, appliance sales 
manager; B. J. Coughlin, supply sales 
manager; L. R. Perlee, vice president; 
E. A. Jones, president. 


We feel that statement covering 
our appliance policy is fair to our 
customers, competitors, and our- 
selves. So far it has worked suc- 
cessfully and materially increased 
dealer good will. It has been thor- 
oughly explained to purchasing 
agents and managements and they 
have shown an appreciation of our 
problem, both by telling us so, and 
continuing to buy from us. 
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Effective 
ne Inc., requires that the resistance of the armor, in 14-2 
> armored cable, be not more than 1!4 ohms per 100 ft. 























January 1, 1940, Underwriters Laboratories, 


of cable, other sizes proportionately. 


30 Triangle hails this ruling to be an effective contri- 


oF, | bution to the saving of life and property. 


For years engineers have sought an armored cable 


assembly that is 


100°. SAFE 


—one that effectively eliminates the personal and property 


| 4s “y { | 


tee 





hazard due to varying resistance. 


[s7 MUST BE RIGHT! —one that provides complete protection to the wiring circuit 
Reg. U.S. Pat. Off in the event of accidental ground or short. 


—one that INSURES a low resistance path to ground. 


Research and experiment showed that by tightening the interlock of 
the convolutions, resistance was lowered but rigidity increased, whereas 
the whole point of armored cable is its flexibility. Further experiment 
showed that while coil tests showed fairly low resistance, installation tests 
revealed a marked increase in resistance, due to flexing of the cable. This 


led to Triangle’s definite conclusion that for complete and unvarying 


! 





















, 


protection the convolutions must be bonded together. Beginning Decem- | 


ber Ist, Triangle goes into production of that form of cable. 

: Triangle Double Bushed and Bonded Armored Cable accomplishes this 
' = necessity by means of a tinned copper wire BRIDGING EACH CONVOLU- 
: TION. This is a_ bond wire — not a ground wire — and cannot 


be confused as a third leg or a neutral. 


Tests conducted by Triangle engineers and reinforced by 





tests of outstanding testing laboratories, prove conclusively that 


PEAS OEA ION 


Triangle Double Bushed and Bonded Armored Cable gives com- 


plete protection when installed in accordance with rules of the 
National Electrical Code. 


epee 
ab. 


Note the ease of stripping and installing — then read its eight 


outstanding features: 
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IPL WERE 2 Wholesaler 





HROUGH some 28 years in the 

wiring game I have done plenty 

of business with wholesalers and 
their salesmen. For the most part 
I have found them efficient, depend- 
able, and helpful, but there is still 
room for improvement, just as there 
is among the contractors and manu- 
facturers. 

Now if I were the head man of 
a wholesale house I would suggest 
to my credit manager that he con- 
sider a contractor’s moral standing, 
experience and ability before he 
says, “Sorry.” As I see it, these 
factors are nearly as essential as a 
bank balance. To get personal, 
when the man I had worked for 
some 23 years decided to retire in 
1934, I went into business for my- 
self. As I didn’t have much money 
in the bank I couldn’t go to the 
wholesalers and say, “Take a look at 
this big balance, don’t you think I 
should have a good credit rating 
with you?” 

Rather it was a case of their ap- 
preciating my past experience and 
what I should do with it in the 
future. Well every one of them 
went along with me and fortunately 
I have been able to discount all bills 
since. So they have benefited by 
having a flexible and common sense 
credit arrangement, instead of los- 
ing business through a near-sighted 
policy. 

Also, if I were the boss I would 
carry larger and more diversified 
stocks of equipment for industrial 
and heavy construction jobs in ad- 
dition to my standard every day 
materials. This would establish me 
as a real source of supply, which 
would result in better volume. 

The head man of the wholesale 


house might check on the boys he 
has at the counter. In the first place 
these should know their 
stock, how these products can be 
used, and their advantages. Not 
only should they be intelligent, but 
they should also do their work 
courteously and willingly. 


fellows 


Now something about the outside 
men. <As far as I am concerned 
I do not expect technical engineer- 
ing help, but I do like to do busi- 
ness with a salesman who knows his 
lines and can explain why the con- 
tractor them in his 
work. When it comes to lighting, | 
can’t complain about wholesalers’ 


should use 


salesmen because they are ready 
with welcome advice especially on 
commercial and industrial lighting 
jobs. 


These salesmen can go a bit fur- 
ther, I believe, in carrying samples 
of new products. And it would make 
the contractor’s future selling easier 
if more of these products were 
shown and explained to architects 
and engineers. Then more of these 
devices would be incorporated in 
specifications they write. 

lf I were a wholesaler’s salesman 
I would avoid passing along certain 
types of information. For instance, 
if the contractor has the inside on 
a certain job about to break, and 
mentions it to a salesman, I con- 
sider that confidential and not to 
be relayed along the line. But it 
happens too frequently that word of 
the coming job leaks out. 

If I were a wholesaler, I would 

. but those are the main points. 





By E. A. Davis, electrical contractor, of Binghamton, N. Y. 
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Use this ‘Best Seller to help you selt 


BETTER SCHOOL LIGHTING 
WITH COMMODORES 


If your house handles the Wakefield COMMODORE ... the 
modern lighting unit of aluminum and Plaskon, you'll get help 
in selling schools from this “best seller” ... already in its 6th 
edition. “Recommendations for Classroom Lighting” is filled 
with information that makes it a good reason for sales calls.. 
or a powerful follow-up after a demonstration. It gives case 
histories on classroom tests of better light, with definite indi- 
cation of the difference in learning “before” and “after.” It 
points out the danger of relying too much on window light- 
ing, with its injustice to the inner row. And it gives the facts 
on an attractive, efficient way to get modern, glareless, indi- 
rect light ... Wakefield Commodores. Use it to boost your 
Commodore sales. If you don’t have copies, write us. (A 
similar booklet is available on office lighting.) 
























































Better light in Caledonia School, 
East Cleveland, Ohio. Wakefield BP 
COMMODORES with photo cell 
control, assure 20 footcandles on all 


- i - > 
J classroom desks every day. ; & Y 
re / . i: 
Ab. P Ph Mn 


New easy way to demonstrate 
Better Light for Better Sight 


Boy, does the Commodore Demonstrator make it easy to show Better 
Light! Assembled in a jiffy! Requires only a floor plug to make it effective. 
Permits demonstrations anywhere. Easy to stow in your car. And thanks 
to aluminum construction and light-weight Plaskon shade, it’s a cinch to 
carry. And how it lines up “live” prospects! Shipped in sturdy, corrugated 
board carrying case, with Commodore unit wired to extension cord 


and shaft in convenient telescopic sections. 
Net prepaid to destination s 


WAKEFIELD LIGHTING PRODUCTS; DISTRIBUTED THROUGH WHOLESALERS 


THE F. W. WAKEFIELD BRASS COMPANY 








“eo 





929 SALESWOOD PARK 
VERMILION, OHIO 
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HEN he was a lad of fifteen 
Arthur E. Loeb had fairly 


well made up his mind on 
going in the electrical business. 
Naturally he knew nothing about 
territory coverage, sales meetings, 
warehousing, credit risks and all the 
other problems he now has as presi 
dent of Loeb Electric Company, 
Columbus, Ohio. But he knew that 
he liked to tinker with dry cell 
batteries and telegraph keys and 
string wire around the basement. 
In fact this tinkering turned out 
the start. It 
seems that he was official fire-starter 


to be a blessing from 


of the Loeb household on those win- 


~ 


ter mornings when he had to get up 
in time to walk five miles for an 
8 o'clock class at Ohio State Uni- 
versity there in Columbus. That was 
a shivvery sort of a job and some- 
thing had to be done about it. So 
he put his batteries and wire to work 
along with a scanty knowledge of 
chemistry. 

This resulted in his laying the 
fire at night and covering it with a 
mixture of chloride of potash and 
sugar. Above this he placed a test 
tube full of sulphuric acid on the 
arm of a telegraph instrument. When 
the arm was kicked the acid spilled 
on the mixture and bango! . . . the 
fire started. The telegraph key, was 
connected to an alarm clock up in 


his room. 





ARTHUR E. LOEB of Columbus 


The wholesaler benefits when other branches 


prosper, so he’s a real all-industry worker. 


And so young Loeb used this 
Rube Goldberg sort of an arrange- 
ment to solve the fire-starting prob- 
lem until he learned that he was 
playing with dynamite or something 
just as bad. At least it showed, 
though, that his tinkering with wires 
amounted to something. 

Then he decided to quit school 
for a wiring job in a small town 
in eastern Ohio. After a year there, 
he returned to Columbus as super- 
intendent for another contractor. 
Next Loeb was on the payroll of 
Sackett Mine Supply Co. where he 
By this 
time he wanted to get more of the 


“supered” for nine years. 


profits himself, so he and Oscar 
\very started Avery-Loeb Electric 
Co., a combined wholesaling-con- 
tracting firm. 

When the war came along and it 
became difficult to hire good elec- 
tricians, they decided to quit con- 
tracting and specialize on wholesal- 
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ing, which policy existed until the 
partnership was discontinued in 
1927. That year Loeb joined Lake 
States G.E. Supply as contact man 
in several midwestern states, and 
handled that job until he started 
Loeb Electric Company on January 
Ist, 1929. 

Loeb has always been actively in- 
terested in any plan to further the 


industry. Going back a few years, 
he founded the Columbus branch of 
the old Jovian Order and just a 
few months ago he was re-elected 
president of the local Adequate Wir 
ing bureau. For years he has been 
a member of NEWA. 

Probably one of his biggest joys, 
though, is that party he puts on the 
day before Christmas right there 
the office. Each year about five hun 
dred customers and competitors 
drop in for sandwiches and a few 
Holiday drinks 
spirit. 


and that’s the real 




























LIKE DAYLIGHT SPEEDS SALES ay , _>- 


Fleurolier Advertising tells 
your Customers about 


























Fluorescent daylighting has proved to be one of the fastest selling 
items ever pushed by the wholesaler’s salesman! 


Revolutionary new Mazpa F Lamps, with Certified Fleur-O-Liers, 
bring new values . . . new high levels of illumination. Fleur-O-Liers are 
lighting equipment certified to give good performance with these 
MAZDA F Lamps. With national advertising in commercial and industrial 
publications, they uncover unlimited sales opportunities for you. 


The addition of Daylight MAZDA F Lamps, in CERTIFIED FLEUR-O- 
LIERS, is a big help to offices, stores and factories—for easier seeing, fine 
production, fine assembly, close inspection, intricate operation, and color 
discrimination. Colored MAZDA F Lamps are developing new decora- 
tive Opportunities in stores, bars, grills, restaurants. 


Sell Advertised and Certified Fleur-O-Liers 


When you sell Fleur-O-Lier, you know that into its 
design has gone a wealth of intelligent cooperation 
for the service of the buyer. 

Write today for a list of Fleur-O-Lier Manufacturers 


and information on types now available. Fleur-O-Lier 
Manufacturers, 2117 Keith Building, Cleveland, Ohio. 





T H ‘ S L A B E L signifies a product that complies 


with specifications set up by the MAZDA Lamp manufacturers. 
It indicates a product, samples of which have been checked 
and approved by Electrical Testing Laboratories. Use it to 
help you sell. 


FLEUR-O-LIER Zrgeinen 
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NEW PRODUCTS you can Soll 











INDUSTRIAL UNIT 





j 


Industrial concentrator lighting unit for 
localized illumination of horizontal and 
vertical surfaces from oblique angle. 
Consists of aluminum Alzak processed 
reflector, porcelain socket assembly, cast- 
aluminum socket housing and aluminum 
swivel-mounting bracket for '2” conduit 
mounting. Small size for 200 watt lamps; 
large for 300 or 500 watt lamps. West- 
inghouse Elec., Cleveland. 





RESISTOR 





Vitrohm resistor for operation of fluores- 
cent lamps on direct current is mounted 
in small perforated metal enclosure. 
Listed by Underwriters’ Laboratories. 
Long flexible leads facilitate connecting 
units when mounted. Units for lamps 
of 15, 20, 30 and 40 watts, and plug-in 
type for 15 and 20 watt portable lamp 
use. Ward Leonard Electric Co., Mount 
Vernon, N. Y. 





KEEP POSTED 


Each month WHOLESALER’S SALES- 
MAN devotes several pages to 
new developments that whole- 
salers and their salesmen can 
use to develop greater volume, 
better profits. Here are five pages 
describing and illustrating new 
products for the contractor, in- 


dustrial and dealer markets. 














REFLECTOR SPOT LAMP 


=. is 


Producing 16,000 candle-power in the 
center of a narrow beam this 300-watt 
Mazda reflector spot lamp is suited to 
show window or interior display spot- 
lighting, supplementary commercial and 
industrial lighting, etc. Bulb is 5 in. 
in diameter, overall length is 6'/4 in. 
Made by Westinghouse Electric & Mfg. 
Co. and General Electric Co. 
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ROASTER 








Model No. 800 electric roaster with au- 
tomatic cover lift has 18 qts. capacity, 
offers choice of utensils in glassbake, 
aluminum or vitreous enamel. Cover 
opens by turning a knob on the front. 
Roaster has adjustable air conditioning 
feature in cover, white enamel body 
finish. Swartzbaugh Manufacturing Co., 
Toledo, Ohio. 


ELECTRICAL TERMINAL 


| 
} 
oe | 





| 
& 


For joining two cables to a single ter- 
minal block, terminal has double clamp- 
ing elements on each cable which give 
extra factor of safety. Body of terminal 
shown is silver plated to reduce contact 
resistance, an optional feature. Burndy 
Engineering Co., Inc., 459 E. 133 St., 
New York, N. Y. 
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ELECTRIC TIME SWITCH 











Controls automatically electrical circuits 
for timed operations as in commercial, 
domestic, poultry farm and industrial ap- 
plications. Motor is self-starting, sealed 
in lubrication, synchronous. Positive ac- 
tion, quick make and quick break switch. 
The Wadsworth Electric Mfg. Co., Inc., 
Covington, Ky. 


FLUORESCENT LIGHTING UNIT——— 





"“Day-Flo" two lamp unit for general light- 
ing in industrial locations. Incorporates 
Tulamp ballast equipment and two 40- 
watt, 48 in. fluorescent daylight lamps 
in porcelain enameled steel reflector. 
Supplied for 110-125 volt, 199-216 volt 
or 220-250 volt operation. Wheeler Re- 
flector Co., 275 Congress St., Boston, 
Mass. 


STARTER 








Automatic starter for smaller size poly- 
phase and single phase motors. Maxi- 
mum polyphase ratings are 2 kp., 220, 
440, 550 volts; single phase ratings are 
1 hp., 110 volts; or I'/2 hp., 220 volts. 
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Offered with general purpose, dust- 
tight, water-tight or Class 2, Group G 
enclosures; also as combination starter 
with either disconnect switch or circuit 
breaker; also in reversing type. Has 
vertically operating magnet, double 
break silver contacts and thermal over- 
load relays. Square D Co., 6060 Rivard 
St., Detroit. 





GRAVITY FEED OILER 

















itt 
Md 


Made in |, 2, 4 and 8 oz. capacities, 
these visible gravity feed oilers are 50 
per cent lighter in weight than previous 
models, gaskets have been eliminated, 
metal parts are cadmium plated. Dual 
ratchet springs and heavy tension ring 
assure uniform pressure on ratchet feed 
and insure against vibration or careless 
handling. Trico Fuse Mfg. Co., Mil- 


waukee, Wis. 


POINTER-STOP METERS 





Pointer-stop instruments for measuring 
currents or voltages of short duration. 
Ammeter equipped with adjustable 
stop, micrometer screw actuated, ar- 
ranged to push pointer up-scale. On 
voltmeter stop designed to push meter 
down-scale. Molded Textolite case. 
Light and easily transported. General 
Electric Co., Schenectady. 
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PNEUMATIC GRINDER 








Portable pneumatic grinder for small- 
wheel work is 5!/2 in. long, weighs 18 oz. 
It operates at a free speed of 14,000 
r.p.m., is suitable for use with a variety 
of accessories such as abrasive wheels, 
rotary files, steel cutters, sanding discs, 
wire brushes, saw blades, etc. Air pow- 
ered. Standard equipment includes a 
push-button throttle. Independent Pneu- 
matic Tool Co., Chicago, Ill. 





CIRCULATOR 





Combined air circulator and smoking 
stand. Cool air drawn from floor and 
recirculated in all directions. Black and 
chrome finish. Four-blade fan, three- 
speed, 1/40 hp. motor fully enclosed in 
grille. Approximate capacity, 2400 c.f.m. 
Ten-foot cord and plug. Kisco Co., 39th 
& Chateau, St. Louis. 





FLASH BULBS 





The bulbs emphasize the safety factor 
being protected by a safety jacket both 
inside and outside the glass. An as- 
bestos disc in the neck of the bulb pro- 
tects against heat and guards against 
lumping of the wire. Offer long peak 
light flash, are protected against con- 
tact flashing. Wabash Appliance Corp., 
331 Carroll St., Brooklyn, N. Y. 
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HEAVY DUTY VACUUM CLEANER—— 





Commercial type of heavy duty vacuum 
cleaner is built for work wherever large 
areas must be cleaned and quiet is nec- 
essary. With a low center of gravity 
and large wheels, weighing 58 Ibs. and 
being 28 in. high, it is very mobile. Has 
¥, h.p. universal ballbearing motor, is 
equipped with hose, floor rod, upholstery 
tool and tool brush, and the floor clean- 
ing tool. Premier Electric Vacuum Cleaner 


Co., 1734 Ivanhoe Road, Cleveland, O. 


TOOL BELT 








No. 5228 belt comes in sizes ranging 
from 36 to 46 in., is a new pattern, 
cushioned at the back 4!/2 in. wide and 
tapered to 3!/2 in. wide at the front. 
No rivets come through to inside of belt, 
a safety insulation feature. Fitted with 
leather plier pocket, knife snap and tape 
thong. Mathias Klein and Sons, Chi- 
cago, Ill. 


AUTOMATIC TIME SWITCH 





T-44 indoor-outdoor automatic time 
switch makes and breaks 35 amperes, 
Mazda, inductive or resistance loads. 
For use in store, show-window lighting, 





electric signs, etc., it permits automatic 
control of "on" and "off" periods of 
two circuits. Design is smaller and 
lighter than similar previous switches 
offered. General Electric Co., Schenec- 


tady, N. Y. 


HEATER 








Portable “Heetaires’ are made in mod- 
els which offer direct radiant heat from 
glowing element and chromium reflector, 
plus roomwide hot air heat circulated 
by a fan. Two elements and two switches 
make radiant heat or forced heat or the 
two together available. A smaller model 
is similar but is made without the re- 
flector. Markel Electric Products, Inc., 
145 East Seneca St., Buffalo, N. Y. 


FLASHLIGHT 











Scientifically prefocused flashlight hav- 
ing chrome finish. Streamline design 
with tear-drop, three-position locking 
switch. Produces bright, round spot. Lists 
at $0.98 with battery. Ray-O-Vac Co., 
Madison, Wis. 





ELECTRIC CLOCKS 








A new line of electric clocks includes 
nineteen models, ten of the occasional 
type, five alarms, three strike type and 
a new cyclometer clock for executives. 
Choice of colors is available in certain 
models. Designs are varied and well 
styled. General Electric Co., Bridge- 
port, Conn. 
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MAGNETIC STARTER 








Type M-2 Size 0 magnetic starter is par- 
ticularly applicable to the machine tool 
and allied industries, consists of a 3 or 
4-pole contactor with two hand or auto- 
matic reset isothermic temperature over- 
load relays mounted on the contactor 
frame. One pole of the contactor is 
used as a holding interlock. Trumbull 
Electric Mfg. Co., Plainville, Conn. 


FLASHLIGHT 


An assortment of 14 flashlights in 4 styles 
are all of the permanent prefocus type. 
Cases are heavy brass and are chromium 
plated. Three way switches prevent ac- 
cidental battery discharge. Ray-O-Vac 
Co., Madison, Wis. 





DOOR CHIME 








The old pine finish with silhouette of a 
New England Town Crier is Early 
American in feeling. The two entrance 
model sounds a single note for one door, 
a double note for two. The single en- 
trance model sounds two notes in se- 
quence. Edwards and Co., Inc., Norwalk, 
Conn. 





UNDERCUTTER 


—— 


Shop type power mica undercutters, for 
undercutting mica between commutator 
bars to improve operation of machines 
and stop commutator arcing. Halts ex- 
cessive brush wear and insures more per- 
fect commutation. Intended for use on 
commutators that have been removed 
from the machine, or on jobs where the 
brush rigging has been removed, Ideal 
Commutator Dresser Co., 1047 Park Ave., 
Sycamore, Ill. 
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SANDWICH TOASTER 





Combination adjustable automatic sand- 
wich toaster, double griddle and waffle 
maker has thermostatically controlled 
heat. Expansion hinges permit toasting 
sandwiches of any thickness. For a.c. 
only. Landers, Frary and Clark, New 


Britain, Conn. 


BOX SWITCHES 








fe) 
ao 


A line of standard switches with Textolite 
boxes has "T" rating for Type C loads. 
Blades are anchored in Textolite carriers, 
contacts are definitely positioned by 
holes molded in the base. Compression 
type spring, large binding screws for top 
wiring accommodate No. 12 wire, wire 
mounting ears make installation easier. 
Single pole, double-pole, three-way and 
four-way types. General Electric Co., 
Bridgeport, Conn. 





REPEAT CYCLE TIMER 





Designed for use on a.c. circuits to (a) 
alternately close and open one or two 
circuits continuously at any preset op- 
erating interval, (b) close or open a 
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single circuit after any preset operating 
interval and stop, ready to repeat its 
cycle upon reclosure of a starting switch. 
Typical installations are dual pumping 
operations, reversal of gas flow in open 
hearth furnaces, etc. The R. W. Cramer 
Co., Inc., Centerbrook, Conn. 


DOOR CHIMES 








The ''President’’ model is 44 in. by 8!/ 
in. Housing is made of molded plastic 
with standard colors in eggshell ivory 
and brass or walnut and brass. Chime 
tubes are brushed brass. Mechanical 
features include transformer matched to 
the chime, elimination of coil buzz which 
is sometimes evident when operated on 
a.c. A. E. Rittenhouse Co., Inc., Honeoye 
Falls, N. Y. 





WAFFLE BAKER 





The Twin-O-Matic bakes waffles two at 
a time. Batter is poured into top sec- 
tion, baker is reversed and waffle batter 
is poured into the lower section. Con- 
trol dial assures correct cooking. Chro- 
mium finish with Bakelite mounts. For 
a.c. only. Manning, Bowman and Co., 
Meriden, Conn. 





HEATER —— 





Rolo-G.io 





Roto-Glo model 151 oscillating heater 
sends out hot air waves in a 20-foot 
spread. Fourteen in. chromed reflector, 
non-tip base, 1000 watt heating element. 
Operates on 110-120 volts, 50-60 cycle. 
F. A. Smith Mfg. Co., Inc., Rochester, 
N. Y. 


TUMBLER SWITCHES 








Totally enclosed Bakelite base switches 
of the residential type now available, 
assembled to 3'/, in. and 4 in. metal 
outlet box covers. Single pole and three 
way styles with both sizes of covers. 
Cadmium is standard cover finish. Arrow- 
Hart and Hegeman Electric Co., 103 
Hawthorn St., Hartford, Conn. 





SAFETY LANTERN 





Incorporating a quick emergency bulb 
switch-over, no. RL-| safety lantern 
throws a focused beam to distinguish 
objects at 500 feet. Over-all height 
with adjustable handle extended is 12 in, 
Light is visible from all 4 sides of the 
lantern. Burgess Battery Co., Free- 
port, ill. 
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RECEPTACLES AND PLUGS 





Molded from high dielectric Bakelite, 
the construction of these plugs provides 
a new method of mounting for high 
speed production. Contacts are phos- 
phor bronze. Equipped with solder lugs. 
Available as shown for direct mounting, 
also for other types of mounting. Ameri- 
can Phenolic Corp., 1250 Van Buren St., 
Chicago, Ill. 


HEATER 
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Gas fired heater available in suspended, 
duct, and floor types. Completely self- 
contained. Slow speed rubber mounted 
fan. Various sizes may be obtained. 


Heats quickly. Carrier Corp., Syracuse, 
me 


VACUUM CLEANERS 








Safety improvements recently made to 
the line of hand portable type vacuum 
cleaners are (a) a three wire ground 
cable which is used to protect the opera- 
tor from shorting shocks and /5) a pro- 





tective mesh screen for the motor com- 
mutator, preventing entrance of exces- 
sive dust and dirt. Ideal Commutator 
Dresser Co., 1047 Park Ave., Syca- 


more, Ill. 


BALLASTS 








Ballasts for fluorescent lamps differ from 
previous types of auxiliaries in that lamp 
starter or switch has been removed from 
the ballast, permitting it to be mounted 
in another part of the circuit. Included 
in these changes are new high power- 
factor Tulamp ballasts which make use 
of the "split Phase" principle, one lamp 
being ballasted by reactance only, the 
other by reactance and capacitance in 
series. General Electric Co., Schenec- 


tady, N. Y. 


LEVOLIER SWITCH 





Cour 


No. 41 six amp. switch is designed for 
use on small power apparatus, for indi- 
vidual control of lighting fixtures in in- 
dustrial plants, commercial institutions 
and public buildings, this switch, ¥ in. 
deep, under the Underwriters Labs’ ‘'T" 
rating will take the initial surge of 48 
amps. from a cold Type "C" lamp. Mc- 
Gill Manufacturing Co., Valparaiso, Ind. 


ANGLE SOCKET 








No. 971-1 angle socket has been added 
to the "Plug-In" strip line. Six inch 
spacing guarantees uniformity. Lumiline, 
tubular and standard shaped lamps may 
be used interchangeably. Accommodates 
standard lamps from 15 to 100 watts. 
National Electric Products Corp., Pitts- 
burgh, Pa. 
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CHIME TRANSFORMERS 





A series of transformers with 12-volt and 
18-volt secondaries for connection to 115 
volt circuits. Furnished with secondary 
lead wires or binding posts. Intermit- 
tent duty rating for all of the 12 catalog 
nos. 15 V.A. Jefferson Electric Co.., 
Bellwood, Ill. 


REVOLVING CHRISTMAS TREE 
HOLDER 








Base with concealed motor and electric 
light control revolves tree and offers 
facilities for flashing lights off and on 
as the tree revolves. Can be used with 
table tree or-floor type up to seven ft. 
high. M. Moister & Co., American and 
Rising Sun Ave., Philadelphia, Pa. 


ELECTRIC RAZOR 








"Shavemaster" adds an a.c. model to 
the line. “M'' model is powered by a 
magnetic type a.c. motor which incor- 
porates special design features to assure 
longer thrust and greater power. M50 
used on 50 cycle, model M60 on 60 cycle 
a.c. current. Chicago Flexible Shaft 
Co., Chicago, Ill. 
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SHAW UT 


IS THE WORD 
FOR FUSES 





Shawmut 
THERM-A-TRIPS 


wont blow when motors start 
on washing machines, refrig- 
erators, oil burners and other 


electrical applia NCES 


THERM-A-TRIPS 


are the most 
economical, 
complete and 
flextble cir- 


cuit prot ction 





Cartridge 
type Tamper-Resisting 
base 


Che CHASE-SHAWMUT 
COMPANY 


NEWBURYPORT 
MASSACHUSETTS 





War Contract 
To Connecticut Tel 


MERIDEN, CONN.—Last month 
the War Department awarded three 
contracts amounting to $536,438 to the 
Connecticut Telephone & _ Electric 
Corp. for telephones and equipment. 
\ce contract comes to $526,365 for 
21,000 field telephones. Other con- 
tracts are for terminal strips and 


jacks. 


Graybar Restores 
Salaries 


Those unusually broad smiles your 
Graybar friends are wearing these 
days spring from President Frank A. 
Ketcham’s announcement last month 
that salary reductions have been re- 
stored and a lump sum payment has 
been made covering the entire reduc- 
tion so far this year. The restoration 
affects all employees except those in 
minor positions who had not received 
the reduction. 


Kulka Making 
Specialties 


NEW YORK, N. Y.—Eugene R. and 
William Kulka, who were with C. D. 
Wood Electric Co., for 16 years, have 
organized the Kulka Electric Mfg. 
Co., with headquarters at 108 East 
16th St., this city. They are manu- 
facturing wiring devices for the light- 
ing fixture and wholesaling trade, also 
flasher cord sets and other electrical 
specialties. 


Correction On 
Graybill Move 


Last month, on page 11, appeared 
a news item headed “Graybill To 
Move.” It was incorrectly stated that 
the headquarters house of Jno. E. 
Graybill & Co., York, Pa., will be in 
a new location in the spring. Rather 
the branch at Lancaster, Pa. will be 
located across the street from its pres- 
ent quarters. 

\s correctly reported last month, 
brief details of the future Lancaster 
house are as follows: “The building 
into which they will move after it is 
completely remodeled, is three and a 
half stories high, contains 30,000 
square feet of floor space. Situated 
on a large plot of ground, it can be 
approached from all directions and a 
section 65 feet by 80 feet will be avail- 
able to customers for parking. 





A NEW LINE for Samuel Goler and 
one on which he expects to do a 
real job this Christmas season. Goler 
heads Mid-Hudson Electric Supply, 
Poughkeepsie, N. Y. His new pride— 
Crocker-Wheeler’s Toast-O-Lator. 





SALES HELPS issued by Eagle Elec- 
tric are the responsibility of Advertis- 
ing Manager David Singer. His de- 
partments gets out the advertising and 
promotional material that pave the 
way for the men on the selling line. 


RADIO RUSH has Grover C. Miller, 
president of Miller Electric Co., Utica, 
N. Y., busy at the test board, check- 
ing tubes. And the rush will continue, 
thanks to interest in European events 
and fine new programs here. 
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Changes At G.E. 


During the last several weeks, Gen- 
eral Electric has made the following 
personnel changes in various divisions: 
L. T. Blaisdell, commercial vice presi- 
dent with headquarters at Dallas, 
has been appointed manager of the 
East Central District, succeeding the 
late W. J. Hanley. The managership 
at Dallas has been taken over by W. B. 
Clayton, who was assistant manager 
there. 

P. Y. Tumy, resident agent at Grand 
Rapids since 1917, moves to Milwau- 
kee as manager. He succeeds A. L. 
Pond, who asked to retire after 25 
years of service. Tumy’s Grand Rapids 
territory is now handled by Merritt 
Lawrence, formerly apparatus sales- 
man there. 

F. A. Faron, manager of the New 
Haven office, and E. G. Dudley, of the 
industrial department, New York, have 
been advanced to assistant managers 
of the industrial department in that 
district. 

L. H. Miller becomes merchandise 
manager of the appliance and mer- 
chandise department, with headquar- 
ters at Bridgeport. Miller has been 
with the company several years, now 
is responsible for supervising those 
merchandising services on which all 
lines are tied-in. 

There have been several advance- 
ments in that department’s advertising 
staff, as announced by Boyd W. Bul- 
lock, advertising manager. J. W. Dun- 
bar becomes supervisor of full-line 
appliance advertising. Carle B. Rob- 
bins is now copy chief, continues as 
editor of ‘“News-Graphic.” K. G. 
Patrick has charge of the press rela- 
tions, will continue to headquarter in 
New York. 

G. E. Drollinger, S. W. Sorenson, 
John F. McBride and Paul C. Wil- 
more, also appliance men, have new 
jobs. Drollinger is specializing on 
electric sinks and kitchens in the Phil- 
adelphia area; Sorenson and Wilmore 
are selling household refrigerators, 
Sorenson in Minneapolis, Wilmore’s 
territory to be designated later. Mc- 
3ride goes to Minneapolis as field 
representative on ranges and water 
heaters. 

H. W. Bennett, Minneapolis district 
radio sales manager, has moved to 
sridgeport as manager of radio tube 
sales. T. F. Hall is another new- 
comer to Bridgeport, where he is in 
the radio and television’s merchandis- 
ing services section. He was radio 
sales manager at Dallas. 

D. R. Grandy heads up promotion 
activities on electric discharge lamps 
at Nela Park. He had been responsi- 
ble for advertising at the G. E. Vapor 
Lamp Co. before its merger with the 
Incandescent Lamp _ Department. 
Charles F. Strebig, formerly sales 
manager of G. E. Vapor Lamp, is 
manager of the Nela Specialty Div., 
Hoboken, N. t. 

Horace Zimmer has charge of trans- 
portation in the New York district. 
Formerly assistant manager, he suc- 
ceeds C. F. Scott, who retired after 37 
years of service. 








WHERE LAMP FAILURE 











sell. 


INNEOWN 
GLOW 
HAW? 'S 


You can win friends and customers with this 
fool-proof line of lamps. They have long life, 
no lag, are shock resistant, and are very low 
in current consumption. They are available 
in five sizes ranging from 1% watt to 3 watts 
and are furnished with base to fit standard 
sockets. 

The demand for these lamps is growing 
rapidly. They are ideal pilot and indicator 
lights, test lamps and exit lamps for stores, 
theaters, and other commercial buildings. Be 
sure to carry a stock of these lamps. Where 
lamp failure means danger or doubt, sell 
General Electric Neon Glow Lamps. Nela 
Specialty Division, General Electric Com- 
pany, 421 Eighth Street, Hoboken, N. J. 





14, Watt, 115 Volts—T414 
Bulb. Supplied with Can- 
delabra Screw Base Only 





14 Watt, 115 Volts—G10 
Bulb. Supplied in 1.0 
Watt for 220 Volts 





2 Watt, 115 Volts—S14 
Bulb. Finish—Clear, 
Sprayed Red or Yellow 





3 Watt Bulb $14. Finish— 
Clear Sprayed Red or 
Yellow 


GENERAL @ ELECTRIC 
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of listings of electrical and al- 
lied products— pages of helpful produc 


data—an invaluable aid to planning, spec 
ifying and buying throughout 1940. Read 
for delivery soon! 




















Hundreds of letters like 
these, from buyers of 
Electrical products, say... 


Use It Right Along —‘'We have oc- 
casions to use it right along,"’ says a 
Lighting Manufacturer in Illinois. 


‘It's of considerable help to us from time 


to time,’’ writes the Sales Engineer of an 


Insulated Wire and Cable Co. in Mass. 


Useful in Locating Special Products 
—‘‘This book will be of much use to us, 
particularly in finding manufacturers of 
special and infrequently used material 
and apparatus,"’ writes a Gas & Electric 
Company in Vermont. 


Every Buyer Should Have It —‘‘We 
certainly believe it is a reference book 
that every buyer should have in his pos- 
session,’’ writes the Chief Electrician of 
a Stoker Company in Erie, Penna. 


Of Great Assistance —‘‘We make use 
of this book right along in our run of 
work, and find it of great assistance,” 
writes Power & Light Company user from 
Penna. 


Well Pleased —''It is just the kind of 
a book | have been looking for! | am 
well pleased with it,’’ writes a contractor 
in Elkins, West Virginia. 


Invaluable Aid to Business —‘‘Cannot 
conceive of an electrical wholesale house 
without this book in its catalog rack. This 
book is an invaluable aid to our business 
and upon receipt | put index tabs on 
pages in view of the numerous times we 
use it'’— from a wholesale supply house 
in York, Penna. 


Buyers Reference 


330 W. 42nd ST., NEW YORK, N.Y. 


















BRINGS A 3-WAY 
PROFIT TO YOU 


Carboloy drill points—harder than the hard- 
est steel—faster cutting than any known 
metal—are “naturals” for promoting a 3-way 
sale. Because Carboloy drills cut concrete, tile, 
brick, etc. 75% faster, they make any rotary 
portable drill perform faster and better. That 
means an easier sale of drill points and drills. 
And they promote greater use of expansion 
anchors because Carboloy points drill cleaner 
more accurate 
holes for rapid 
installations. 
Get full details 
on this astound- 
ing new metal 
nationally adver- 
tised. Your cus- 
tomers will 
appreciate this 
service and you'll 
step up sales. 
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HARD CARBOLOY TIP 














CARBOLOY COMPANY, INC. 
11133 E. 6-Mile Blvd. © Detroit, Mich. 
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A Tremendous 


GOOD WILL BUILDER 


for your House in 1940.. 


eae | A Practical Gift 
CONDU! 


manual =| = Your Customers 
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Appreciate— 


contractor, job foreman, 


Every important ) f 
or master mechanic will 


chiet electrician 
prize the 


CONDUIT BENDING MANUAL 


Shows simply and understandably how to 
do a skilful power bending job. Saves 
time, wasted material and assures a fine 
looking pipe job. Prepared by veteran 
big-job workers. Handy pocket size. 

If you wish to hold the good will of 
important customers and prospects during 
1940 here is a practical, inexpensive 
business builder. Easily imprinted by your 
local printers to carry your name. 


Single copies ......... $1.50 each 
Five to 19 copies...... 1.25 each 
Twenty or more copies 1.00 each 


We pay postage on orders paid in advance 
and on all orders for 20 or more copies. 


Tear Out—Mail This Coupon Today 


— AS SS A —_—_—_ 
C B M Publications 
6555 Seventy-seventh Place 
Maspeth, New York 
Please send me 
Bending Manual, 


. . copies of the Conduit 
at the price listed above 


Name 


Address 















MIAMI OPERATIONS of General Electric Supply are carried on from 
this attractive building, to which they moved several months ago. Highlights 
of fireproof concrete and steel quarters are use of the three types of light- 
ing (direct, indirect, semi-indirect) to provide splendid illumination and 
means for display; air conditioned offices and display room; fine warehousing 
and shipping facilities; ample parking space. 





Elliott-Lewis 
Open House 


PHILADELPHIA—Several hundred 
contractors and industrial men visited 
headquarters of Elliott-Lewis Elec- 
trical Co. on the 15th, 16th, and 17th 
of last month to see new develop- 
ments in construction materials, light- 
ing, etc. Each of those days “Open 
House” was on throughout the after- 
noon and evening. 


Crane Enlarging 


READING, PA.—Carrying on a gen- 
eral expansion program, Crane Elec- 
tric Parts & Supply Co. has acquired 
more warehouse space, taken on sev- 
eral new lines. The additional space, 
which they have rented and are cur- 
rently remodeling, contains 1500 
square feet of floor space, will have a 
fixture display room on the first floor, 
the other two will be used for carry- 
ing stocks. Main activities will con- 
tinue, though, from 9325 Penn St. 
During the last several months they 
have taken on Kraeuter tools, Samp- 
son-United appliances, Stiffel portable 
lamps, Sonora radio, Edwards chimes, 
Arvin heaters and Mitchell lamps. 


Wesco Talks 

Lighting 

YORK, PA.—Once a year the West- 
inghouse Electric Supply branch here 
plays host to the contractors, indus- 


trials, utility, municipal and _ state 
electricians, so these men can see and 


learn about the latest Westinghouse 
developments in commercial and in- 
dustrial lighting. 

This year the group met on Novem- 
ber 8, with Manager L. B. Polstrock 
introducing the guest speakers, H. C. 
McDaniels and Warren Edman, both 
of Westinghouse. McDaniels traced 
the history of lighting, explained pres- 
ent light sources, showed some lamps 
that are still in the laboratory stage, 
but have good chances of becoming 
commercially practical. 

Edman concentrated on various fix- 
tures the company has developed and 
improv*d upon during the past year. 
Following the fast moving meeting, 
the waitresses got into action and sat 
the 150 guests down to tables loaded 
with raw oysters, horse radish, Wor- 
cestershire sauce, crackers and beer. 


K.C. Group 
Active 


As usual] things are 
Kansas City’s electrical industry, 
thanks to the active local Electric 
Association. Late in October, more 
than a hundred members gathered at 
Plaza Hall to hear A. B. Smedley of 
Anaconda’s Chicago office talk on ade- 
quate wiring. By use of charts and 
demonstration equipment he showed 
clearly the high cost of poor wiring, 
cited case examples for proof. 

A few days later a large gathering 
of members and guests heard Frank I. 
Buckingham, world traveler, discuss 
the European situation. Then on 
December 2nd a dinner-dance was 
held at the Ivanhoe Country Club. 

During October, 65 homes received 
the Red Seal Certificate, bringing the 
total for the year to 539, compared to 
304 for all of 1938. 


happening in 
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Light Campaign 


BUFFALO—Electrical men of this 
territory have been participating in a 
lighting sales contest sponsored by the 
Electrical League of the Niagara 
Frontier, which started October 9, 
winds up on the 16th of this month. 
Wholesalers, contractors, dealers and 
power companies are taking part. 

Only commercial and _ industrial 
equipment is involved in the drive and 
to equalize the contest, salesmen are 
divided into four groups. In group A 
are salesmen who filed reports in two 
previous contests and whose sales 
averaged over 25,000 watts. Group 
B is similar to A except sales aver- 
aged less than 25,000 watts. Group C 
consists of those men who never re- 
ported before. Group D is for utility 
salesmen only. Cash and merchandise 
will go to the leaders. 


Williams Moves 


MOBILE, ALA.—G. W. Williams, 
formerly at Matthews Electric Sup- 
ply’s house at Birmingham, is now 
manager of the company’s branch in 
this city, with responsibility for sup- 
plies, small and major appliances and 
lighting. This branch is now stocking 
commercial and residential lighting 
fixtures, as well as all table appli- 
ances, resulting in an increased in- 
ventory during the past few months. 





AT GRAYBAR 


Changes which are of interest in- 
clude the shift of Robert B. Sayre 
from St. Louis to the managership of 
Outside Construction Materials De- 
partment, Atlanta succeeding Walter 
A. Northington who goes to the post 
of Assistant Sales Manager, R. E. A. 
dept, in the general sales dept. at 
Chicago. Wayne J. Berry will travel 
Tennessee, Kentucky and part of 
northeastern Arkansas. G. Wayne 
McCarter will work in some of Sayre’s 
territory. 


Added to the roster of the sales staff 
of the Horton Manufacturing Co., 
Fort Wayne, is the name of Willis M. 
Marshall. He will be district manager 
of the company’s western division. 


Announcement of the appointment 
of A. ia McCarthy formerly of 
Eureka vacuum cleaner as manager of 
branch and resale operations for the 
Bendix Home Appliances, Inc. of 
South Bend comes close on the heels 
of word that the company is said to 
establish a national hiring and training 
program to. give specialized education 
on the merchandising of their home 
laundry unit. 
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for every type of electrical con- 
nection. For any combination of 
tube, bar, cable, or wire. 


More than 6,200 items. 


Clamp Type 
Tees in all sizes 
High copper 
alloy; machined 
contact sur- 
faces, 



















Self-Locking Tees 
that hold perma 
nently tight. With 
and without exten- 
sion 


« 
~~, 8 Vs y 
ay VB 





Reducer Con- 
nectors for 
different sizes of cable. High copper 
with Everdur bolts, nuts, lockwashers, 


You will be interested in the many 
NEW and IMPROVED fittings in 
the Penn-Union Catalog. Write 
for it. 

Every item thoroughly tested, and 
Dependable. 

Preferred by leading Utilities and 
“Industrials.” 

Sold by leading jobbers 
PENN-UNION ELECTRIC 
CORPORATION 
ERIE, PA. 

You'll find it in the complete line 


UNION 


Conductor Fittings 
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Dome Reflector for Mercury Vapor 








Glass Steel Diffusers RLM Standard Domes 





Duplex Dome Reflector 





BUSINESS IS FAST PICKING UP! 
BUSINESS THEREFORE MEANS MORE LIGHTING! 
CONTRACTORS WILL GET MORE INSTALLATION JOBS! 


WHOLESALERS WILL FIND THE 


Pd CLAD 


32'S. PEORIA ST. Puts More Sales on the Ledger!... 


CHICAGO ILLINOIS Line up for better lighting business — the Quad line meets the 
needs — and it makes money for you — get the details today — 
° make it Quad for 1940. 

















FOR 


MANUFACTURERS 


AND THEIR ADVERTISING AGENCIES 





NEW DATA FOLDER 


—giving valuable facts about the electrical 
wholesaling field such as geographic distribu- 
tion of wholesalers, annual sales by product 
groups, types of buyers served, and other 
pertinent facts —including full details on 
"Wholesaler's Salesman."" Sent on request to 
interested manufacturers and their advertising 


agencies. 
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A. J. Rheberg will represent the 
Blackstone Manufacturing Co., Inc.. 
Jamestown, N. Y. in Minnesota, Sout! 
Dakota, North Dakota and western 


Wisconsi1 


Doubleda Hill of Washing 

h Na in Goodman ( Wa 

L. G. Hardy has been appointed 
la kso1 ville branch MmManayver Oo! the 
Westinghouse Electric Supply, vacat 
ing the office of zone manager of the 
merchandising divisio1 He succeeds 
R. . Smith who moves to Atlanta as 
district apparatus and supply manager 


With the company since 1919, C. E. 
H. Palmer, of G. E.’s Newark office, 
has been appointed manager of the 


company’s New Haven office 


Continuing with the General Elec- 
tric Supply Corp., are four former 
members of Frank W. Wolf, Inc. 
They are Stanley Coleman, John Sorg, 
William Garlock and Clayton Lear- 
man. 


lo the Shephard Electric Co. come 
Harry Kirby as the manager of the 
fixture department and Jessie Brian, 
salesman, formerly with the Square D 
Manufacturing Company 


Thomas A. Olsen has been pro- 
moted from warehouse and counter 
man to industrial salesman in the ap- 
paratus and supply department of the 
Westinghouse Electric Supply Con 
pany, Detroit. 


Changes on the G. E. Supply Corpo 
ration’s roster include the transfer of 
G. W. Chapman from Houston to 
Dallas as lamp and lighting specialist 
E. E. Bauman takes over the branch 
service managership at Lansing, E. D. 
Meacham becomes lamp and lighting 
specialist at New Orleans, D. B. Con- 
nally is service supervisor at New 
Orleans. To the branch service man- 
agership at Amarillo comes W. P. 
Shreve; A. J. Millington, Pittsburgh, 
moves to district supply sales manager; 
W. W. Satchell also of Pittsburgh be- 
comes acting district manager (opera- 
tions); and G. L. Ralston takes over 
the desk C. J. Sampson vacated to 
become apparatus specialist. 


[ransferred from the delivery de- 
partment to counter. salesman, is 
Charles Covill of Electric Service and 
Sales Co., New Bedford, Mass. 
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New members of the 
gee Electrical Supply, 
Bud Mathiew, c 


with Chicago Electric 


staff of Efen- 
Chicago, are 
unterman, formerly 


Co., and Mike 


Loehr, outside salesman, recently of 
the Bright Light Co. 

The new Sar Francis district 
manager of the Graybar Electric Co. 
is J. P. Carson, while W. E. Guy 
moves from Hammond, Ind. to take 
Mr Carson's place as sales manager 
at Los Angeles 

Daniel W. Litscher, joined  Lit- 
scher’s, Grand Rapids, handling cost 
departme1 &. Chris Says, ‘Another 
Litscher in the business and I’m going 
to re ¢ and | the boys work th ys 

it I emselves 

The post of assistant to Ralph J. 
C ordinet president ot Schick Dry 


Shaver, Inc., will be filled by A. J. 
Fisher. He will be in charge of coordi- 


nating manufacturing and engineering. 


John R. Smith becomes branch man- 


ager of the Westinghouse Electric 
Supply Co., Charlotte, N. C. taking 
the place of J. H. Campbell who re- 
cently resigned. Each house now has 
a branch manager, each manager re- 


port 


directly to Atlanta. 


. 
Joining the 


Electric Supply Co.. 
\tlanta were H. N. Story and E. E. 
Floyd. Story comes from Augusta, 
Ga., and 
G;aulbert in 


Floyd moves from 
Atlanta 


Peaslee- 


OBITUARIES 





William J. Hanley 


William J. Hanley, commercial vice 
president of General Electric Co., 
with headquarters in Cleveland, died 
on November 9 at the age of 72. One 
of the veteran commercial men of the 
company, he had completed 51 years’ 
service with the company, having been 
with the Thomson-Houston Company 
even before it merged with 
Electric to become the General 
tric Co 


Edison 


Elec- 


Thomas D. Mitchell 


Thomas D. Mitchell, 52, 


1 . 
Saies re 


pre- 
sentative in the Michigan territory for 
Monarch Fuse Co. of Jamestown, N. Y., 
died in Detroit, October 26th after an 
illness of several months. Well known 


in the electrical industry, Mr. 


Mitchell 


had been with Steel & Tubes, with 
headquarters at Baltimore, before join- 
ing Monarch Fuse. Previously he had 


spent ten years with Economy Fuse. 


MORE FACTS 
ON PRO 


& 


cts. 





Bulletin 


additions to the 


Fluorescent Lamp Fixtures 
F-12 describes late tn 
wired units for fluorescent lamps mad 
bv Dav-Brite t 5401 Bul 
wer Ave., St. Louis, Mo 


Auxiliaries for Fluorescent Lamps 

Details of General Electric’s auxiliaries 
Mazda lamps 
booklet, 


dimensions and 


for use with fluorescent 
given in an eight 

‘r with outline 

diagranis 


page 





Localized Lighting—Fostoria Pressed 
Steel Corp., Fostoria, Ohio, has a new 
handbook on localized lighting which 
includes material on industrial, 
ible localite, fluorescent, and 
localite models. 


flex- 


Canopy 


Farm Electric Appliances “Farm 
Help From the High Line” is the new 
booklet issued by Westinghouse Elec- 
tric and Mfg. Co. showing 

which demonstrate how the 
line” brings ' 


pictures 

“high 
a wide variety of electric 
appliances to rural users. 


Stock Motors—lrom the Emerson 
Electric Mfg. To., 24. Louis, Mo. 
comes a four page mailing folder 
X-3558 picturing and describing their 


line of stock motors 5 h.p. and smaller. 
| 


Home Incinerator—A snappy mailing 
describes the home incinerator 
made by Calcinator Corporation, 1763 
Penobscot Building, Detroit, 


piece 


Lighting Equipment—The Edwin F. 
Guth Co., St. Louis, Mo. Fully il- 
lustrated in their new complete cata- 
log No. 35, is engineered lighting 
equipment which includes indirect 
lighting fixtures, direct-indirect lumi- 
naires, recessed and surface fixtures, 
industrial reflectors and fluorescent 
fluoflectors. 


Strip-Chart 


General 


Recorder—Bulletin from 
Electric Co., Schenectady, 
N. Y. is descriptive of Type CF-1 port- 
able inkless strip-chart recorder. 


Switches—General Electric Co.., 
nectady, N. Y. 


Sche- 
Four page leaflet No. 
GEA-3043 describes limit switches— 
lever, push-rod and rotating types. 
Leaflet No. GEA-3281 describes types 
AEF-1B and ALF-2 field 


switches 


discharge 
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A Sure-Fire ltem 
for Wholesalers 





Sell Unique and Distinctive 
REVOLVING LIGHTED DISPLAYS 


Designed to take any type of overhead super- 
structure for— 

Appliance Dealers 

Jewelers—Novelty Stores 

Haberdashers—Food Stores 

and for Christmas Tree Displays 
Here is the only device of its kind—revolves 
—with lights on, or flashing on and off, while 
display rotates at | rpm. 
Precision built, molded bakelite base in col- 
ors. A.C. motor and four plug-in circuits, 
complete with cord. Various models for dis- 
play uses. 
Choice territories open. Profitable wholesaler 

proposition. 














M. MOISTER & COMPANY 
American & Rising Sun Ave. 
Philadelphia, Pa. 

















BEST SELLERS 





ILSCO 
Solderless Lug 


You 
Should 
Know 








ILSCO See 
Set-Screw them 
Connector (and others) 


in new ILSCO 
catalog. 
Write for yours today! 


Straight Connector 
Dept. WS 


ILSCO COPPER TUBE & PRODUCTS, INC. 


5629 Madison Road Cincinnati, Ohio 
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Reflecto Duct 


for Fluorescent 


NOW MADE FOR 
TULAMP BALLASTS 





— 


These Tulamp Ballasts will operate Two 
Lamps, with separate starting switch, at 
high power factor and with less flicker 


Made in two Types 
for 36" and 48" lamps 


Model Tulamp—36—$12.50 List 
Model Tulamp—48—$15.50 List 


Ballast, lamps or sockets not included. 


Write for circulars. 


REFLECTORS, INC. 


3225 Frankford Ave., Philadelphia, Pa. 


*Registered U. S. Patent Office and Patent Pending 











SCRULUGS 
ARE TIN- 
PLATED 
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ULTRA- 
MODERN 


UNBREAKABLE 
STREAM-LINED 

NO GASKETS TO LEAK 
50% i ee ee 


AL RATCHET FEED AL STMENT 


AMERICA'S FINEST GRAVITY FEED OILER. MODERNIZED AND 
STREAMLINED TO HARMONIZE WITH ADVANCED IDEAS OF 
MACHINE DESIGN, 12 DISTINCTIVE FEATURES— METAL PARTS 
CADMIUM-PLATED FOR BEAUTY AND EASY-CLEANING. 

3 STYLES IN ONE, TWO, FOUR AND EIGHT OZ. CAPACITIES. 


WRITE FOR BULLETIN No 26 


bi ileem i')) ae, i icmmeeome tiiv7-11) 4-1: are 
In Canada: IRVING SMITH LIMITED, Montreal 














SHERMAN 


SOLDERLESS LUGS 





Practical—one-piece—inexpensive. Can be 
used where other lugs are too bulky. 
Screw can be removed and solder 
dropped in if desired. Heavy duty de- 
sign. No special tools required. Send 
for Bulletin No. 15. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 
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INSULATED 
STAPLES 


S.H.COUCH COMPANY, inc. 
North Quincy, Mass. 
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